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Home Net Premiums 
Written Last Year 
Highest on Record 


Total of $114,774,675 Largest 
Ever Attained by Any Fire-Ma- 
‘rine Company Pres. Smith States 


SETS TOTAL $193,896,658 


mall Drop in ‘Surplus From Year 
ico; Smith Notes Encouraging 
Factors in Fire Loss Situation 


sage wtiiin patio vere 


' Premiums written by the Home In- 
rance Co. in 1947 were the largest 
er attained by a fire-marine insurance 

Feompany, according to the annual report 

fof the company for the year ended De- 

tember 31, 1947, issued for publication 
ednesday by Harold V. Smith, presi- 
lent. Aggregating $114,774,675, net pre- 
jums written in 1947 increased $19,- 
£709,328 over the $95,065,347 written by 

the Home in 1946. 

' Earned premiums 1947 similarly 

Mose to a new high record, amounting 

Mto $100,725,940, an increase of $20,999,805 

lover the preceding year’s total of $79,- 

726,135. The Home is the first American 

Property insurance company to reach 

the one hundred million dollar mark in 

@arned premiums. 


for 


Reasons for Premium Gains 


The substantial gain in the company’s 
business, Mr. Smith explained, was 
rgely the result of increases in insur- 
ince coverage to reflect higher property 
Values, new construction, the high rate 
i business activity, extensions of insur- 
@nce coverage and increases in rates 
mm various classifications. 
© In addition to the record premiums 
hown, the report disclosed improvement 
in other important aspects of the Home’s 
Operations. Total admitted assets rose 
0 $193,896,658 as of December 31 last, 
from $177,414,558 a year earlier. For 

947 there was an underwriting gain, 


after taxes, of $176,477 contrasted with - 


an underwriting loss of $4,236,150 in 
46. Gross income from investments 
bse in 1947 to $5,921,368 from $5,406,521 
in 1946, but due principally to the im- 
act of i income taxes net investment in- 
fome in 1947 decreased to $4,514,824 
from $4,925,340 in 1946. Aggregate profit 
t year from the sale of securities and 
fom securities called for redemption 
Br $551,036 compared with $5,851,632 


|The Home on December 31, 1947, had 
; (Continued on Page 28) 
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Many Life Officers 
Hear Lincoln Talk 
TON. Y. Association 


Metropolitan President Discusses 
SBLI, Agents’ Compensation 
py and Other Topics of Interest 


‘MASS INSURANCE. COMMENTS 


Says Viewpoints _ Differ; Shows 
How Life Cos. Cooperative 
Associations Help Agents 


office 
Associa- 
tion of the City of New York and many 
tables of executives were present, in- 
cluding a dais of company home office 
Guest speaker was Leroy A. 
president of Metropolitan Life 
Life Association of 
and recently retired chairman 
of Institute of Life Insurance. President 
Lawrence L. asked Raymond 


Tuesday evening was “home 


night” with Life Underwriters 


notables. 
Lincoln, 
Insurance 


and of 


America, 


Lifshey 











To Prepare 


The American Red Cross is now making its annual campaign 
for funds with which to carry on its work. The fact that the great 
War is now regarded as over does not end the need for money. 
There are always emergency needs ahead for the work of the 


Red Cross. 


Last year’s disasters totaled some 300, and more than 300,000 
people needed aid in the emergencies and were given that aid by 
the Red Cross. There were 50 floods, about 50 tornadoes, 150 great 
fires and a few earthquakes. This raises the question as to whether 
the times ever really do return to “normal.” 








It is said of the life insurance Mortality Table that it does not 
tell who will die but how many will die. Year in and year out the 
Red Cross does not know which people will have trouble but by 
experience does know that there will be trouble and that plans 
must be made for services to take care of it. It is upon this basis 
of expectation that the American Red Cross makes ready its annual 
campaign and asks the American people for funds to meet inevit- 


able difficulties ahead. 


C. Johnson, assistant vice president, 
New York Life, to introduce the guest 
of honor. 

Cooperation in Life Insurance 

Mr. Lincoln’s talk was extemporane- 
ous and it had been rumored that part 
of it was to be off the record. But there 
Although Mr. 
coln made comments about such contro- 
insurance, 
compensation and Savings Bank 
Life Insurance, it soon bec ame evident 
that he had accepted the assignment 
in order to impress the many agents, 
general agents and agency heads pres- 
ent that the life insurance companies 
are sympathetic with the field and with 
their associations; that they are doing 
everything they can to elevate the status 
of the field man; to enhance knowledge 
of insurance possessed by both the men 
who sell it and those who buy it; to 
make possible a greater protection of 
insurance needs, and to sponsor worth- 
while movements which improve the 
health of the nation. 

Mr. Lincoln said that as president of 
Metropolitan he felt that he should be 
as close to the field as possible and 
that the best way he could accomplish 
this and learn personally about field 
problems was to make a series of visits 
to the territories. Accompanied by some 
other home office people he had over 
a period of some years met the entire 
held force. Furthermore, managers and 
assistants have been brought into the 
home office to observe how the com- 


were no lowdowns. Lin- 


versial subjects as mass 


agents’ 





THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 








pany operates and also to receive in- 
struction. 
Mass Insurance 


Discussing matters now facing pro- 
duction forces Mr. Lincoln cited as 
Problem No. 1 that of “mass insurance.’ 
He told of the letter he had written 
to President Jul B. Baumann of NALU 
last fall in which he said the interest 
of the insuring public requires that there 


(Continued on Page 15) 
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. . - . . . inde- 
current John Hancock advertisement which indicates how the spirit of ete . 
} share 
dence is fostered and strengthened by Life Insurance. So that these benefits may be . D) 
eee in all its forms : life, endowment and term policies, 


all, the John Hancock offers life insurance t , 3 in a 
juvenile insurance, retirement income polictes, annuity contracts, and all p of g 








Fits tron farmer made a wasteland bloom 


IN THOSE Days, the worms owned most of the through a wheat-field, and neatly cut thirty acres of wheat 
American earth. without even working up a sweat. 

The farmer sweated out his years wringing little crops Cy McCormick’s reaper rolled through the wastelands 
from little fields, while the great golden land lay idle all of America, and behind it sprang the yellow 

around him. What was the use of planting a bigger wheat. Through the wheat came the railroads, and 

tract when there were no hands to work it, when the crop beside the railroads grew the clean new towns and cities. 
would die on the stalk before you could gather it in? A man had an idea—and the world was richer. 

There came a man who changed all that. Cyrus There are inventions so basic that they 

McCormick, a farmer’s son, black-bearded and determined, strengthen the very heart of life, and make the difference 
driven by a vision of fertility locked up in the earth. between want and abundance. For millions of Americans, 


life insurance and annuities are among these inventions— 
implements for helping men to harvest the good things 
of life for themselves and their families. 


MUTUAL LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 


One morning he hitched a horse to a big iron 
contraption he’d hammered out in the shop, drove it 
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D. N. Warters Views Pension Plan Trends 


Trends in pension plans were discussed 
before the conference on personnel of 
American Management Association at 
Chicago last week by D. N. Warters, 
executive vice president of Bankers Life 
Co. 

“In plans adopted during the war pe- 
riod,” said Mr. Warters, “the waiting 
period for membership was often in- 
creased in order to eliminate more tem- 
porary employes. In some cases, — 
ticularly where women were involved, 
relatively high age requirement was in- 
troduced. The trend is toward a deduc- 
tion in the waiting period and elimina- 
tion of the high age requirement. 
reasonable and practical waiting period 
today will be in most cases somewhere 
between one and three years. A rea- 
sonable waiting period is of value in 
discouraging those who are inclined to 
frequent changes in employment. Sta- 
bilitv is rewarded. 

“Excess plans, that is, plans applying 
only to annual earnings over $3,000 are 
declining in popularity. With increasing 
wage levels the under $3,000 exclusion 
is losing its meaning and social security 
benefits based only on the first $3,000 
of earnings are becoming inadequate for 
subsistence purposes. An_ increasing 
number of plans cover all employes 
rather than one class such as salaried 
people. 


Adequacy of Benefits 


“To be entirely satisfactory to all con- 
cerned, a pension plan should make it 
possible for each employe to retire at 
retirement age on a reasonable income. 
In this connection it is well to remember 
that even in normal times a plan pro- 
viding a pension of 50% of average sal- 
ary during the service period means for 
many employes a pension of 35% of 
final salary. Again the adequacy of a 
pension will be greatly affected by the 
period in the economical cycle during 
which it is to be paid. Many pension 
plans are initiated in a modest way 
with relatively modest benefit sched- 
ules. After the cost of any benefits 
based on past service has been funded, 
such plans are often amended to provide 
a more adequate benefit schedule. 

“Today we have an example of the 
difficulties that arise with changing eco- 
nomic cycles. Those reaching retirement 
age in the decade following a period 
of rapidly rising prices are apt to find 
pensions provided are inadequate when 
measured in terms of the current price 
level. In some cases a general increase 
in the benefit scale under the plan may 
be in order perhaps with credit on the 


- basis of the increased scale for a cer- 


tain number of years’ back service. In 
other cases the benefit program is ade- 
quate under stable conditions and the 
situation is best handled by making spe- 
cial nrovision for those retiring in the 
transition period. This can be done 
by supplementary payments on an in- 
formal basis or by some revision of the 
plan. For example, a scale of minimum 
benefits for each of various classifica- 
tions could be included. The additional 
benefits might be paid by the employer 
on a ‘pay as you go’ basis or they 
could be funded over the remaining pe- 
riod of service, or the additional benefit 
for each employe could be funded at 
the time that employe retires. 


Minimum Benefits 


“We are hearing more about minimum 
pension today. High minimums always 
appeal to those in lower compensation 
brackets and to those who will have 
only a short period of service at retire- 
ment. If they are to be granted, the 
basis and eligibility requirements should 
receive careful study. Ifa generous min- 
imum is included in the pension plan, 
age may become an increasingly impor- 
tant factor in hiring new employes. An 
undue proportion of employment appli- 


cations from older men may materially 
increase pension costs. 

“There seems to be little change in 
the last few years in the portion of 
plans containing vesting provisions of 
various types. This is a very valuable 
benefit and is much sought after by 
employes. An older applicant for em- 
ployment bringing with him some vested 
pension credits is more acceptable to a 
new employer. However, the benefit can 
be expensive where labor turnover is 
heavy, and it is usual to restrict the 
vesting during earlier years of service 
and at younger ages. Vesting appears 
more often in insured plans than in 
trusteed plans perhaps because the in- 


surance company can more easily ad- 
minister benefits for ex-employes. 
Contributory or Non-Contributory 
“With the end of the war more plans 
are being written on a_ contributory 
basis. The amount of employe contribu- 
tion seems to be lower. Employe con- 
tributions make possible a more satisfac- 
tory level of benefits. Employes like 
the severance benefits provided and 
often feel that the probability of plan 
discontinuance is reduced. They are 
better sold on the value of the employ- 
er’s contribution as they are better in- 
formed about benefits furnished and 
their cost. Where employes make sub- 
stantial contributions, it becomes more 


important to arrange for administration 
of the plan by an impartial third party. 

“While employe contributions help nay 
the cost and sell the plan, they create 
some problems for the employer. Some 
employes refuse to contribute and reach 
retirement age without any pension 
rights. Sometimes after the plan is 
adopted there is pressure to reduce con- 
tributions. It may, therefore, be best to 
limit contributions to a very reasonable 
amount. Non-contributory plans are of 
a help to employes income tax wise. 

Company contributions are not taxed to 
the employe in the year of contribu- 
tion while employe contributions come 
from taxed income.” 


Women Changing Type of Employment, 
Says Mary F. Barber 


Leaving Plants and Finding Work Where They Can Wear 
Nail Polish; By 1950 One Out of Every Three 
Women Will Be Employed 


While it was to be expected that the 
number of employed women showed a 
drop after V-] Day the present upward 
trend supports the accuracy of predic- 
tions that by 1950 one out of every three 
women over 14 will have a job, barring 
serious economic disturbances. 

In making this statement in a talk 
hefore the Colorado Association of Life 
Underwriters, Mary F. Barber, assistant 
vice president, Penn Mutual Life, said 
that many women who have left war- 
time manual labor employment have 
gone into other types of work more in 
keeping with their strength and having 
more feminine appeal. She quoted from 
a Newsweek report on a Berkeley, Cal., 
woman who said: “I was willing to work 
in a factory during the war years, but 
I want a job where I can wear nail pol- 
ish from now on.” 

The women in “the nail polish bri- 
gade” are earning good pay, and that’s 
one explanation of why women are buy- 
ing one-fourth of the policies sold today. 
However, while so many feel they must 
have insurance their policies are not so 
large as they should be which accounts 
for the fact that only about one-tenths 
of the total volume of insurance is 
bought by them. 

Smart working girls are no longer 
waiting for Heaven to protect them, said 
Miss Barber. Instead, they want to pro- 
tect themselves. And they are getting 
along well, too. One of the top incomes 
is that of Dorothy Shaver, president 
of Lord & Taylor, reported to be $125,- 
000 a year. The Association of Bank 
Women reports that 5,635 women are 
engaged in executive positions in banks. 

Why Women Work 

According to a report made to the 
Secretary of Labor, 92% of the women 
work for the same reason as most men 
work; because they have to. Ejighty- 
four in every 100 had to support them- 
selves and sometimes dependents. Fight 
in every 100 had other important uses 
for their earnings such as paying debts, 
buying a home or paying for their chil- 
dren’s education. 

“Women are just as anxious as men 
that their daughters should get their 
education at Wellesley rather than 
Woolworth’s and their sons, perhaps at 
Denver University, instead of a depart- 
ment store basement. We mentally di- 
vide the feminine population into career 
girls and housewives, forgetting that re- 
ports from the U. S. Women’s Bureau 
indicate that there are about as many 
married women as single women in the 


present labor force,” continued Miss 
Barber. “On the other hand, the New 
York Women’s Counsel, appointed by 


Governor Dewey to study present condi- 
tions reports 5,000,000 families in this 
country dependent on women workers: 
that is, when the traditional ‘man of the 
family’ was a woman. 

“The U. S. Women’s Bureau, I under- 
stand, is making a study to find out what 
it means to the nation to have so many 
married women who have a double job 
and financial responsibilities. But we 
don’t have to make studies to find out 
that for the insurance business it means 
a greatly enlarged women’s market. 

Value of a Woman’s Work 

“Please don’t think I’m minimizing the 
importance of two large segments of 
the women’s market—business girls and 
homemaker—when I say we can’t just 
saw the feminine market in half. The 
fact that a career girl has no one de- 
pendent on her today means that she has 
no one to depend on in old age and, 
therefore, has a definite need for in- 
surance. 

“We see an increasing realization of 
the financial values of the homemaker’s 
activities. Maybe you read a feature 
article in Life recently which contained 
a husband’s estimate that if he had to 
pay outsiders at current rates to take 
over his wife’s duties as laundress, cook, 
expert nurse-governess, seamstress, and 
housemaid, his payroll would run around 
$10,000 a year. Or maybe you saw the 
estimate of the professor of agricultural 
economics at the University of Minne- 
sota, placing the value of a farmer’s wife 
at $69,000 a year—and what’s more [ un- 
derstand there have been farmer’s wives 
who have vociferously objected to this 
low value. In any case, not only is there 
an increased appreciation of the financial 
values of the homemaker’s activities but 
modern living conditions increase the 
need for insurance on her life. A few 
generations ago, there was usually a 
maiden aunt who could step in to run 
the house if a family of children were 
left without their mother. Today the 
maiden aunt is usually running an ad- 
dressograph machine or a trolley car or 
perhaps her own business.” 

Owners of Business 

At the present time about 3% of the 
women who are working own or manage 
their own business—the number having 
doubled in the short period between 
1940 and 1947. And whether it’s a large 
restaurant chain where there are key 
persons in the business or maybe a 


decorating shop around the corner 
where one woman has artistic and the 
other sales ability, we can pretty well 
take for granted that the need used for 
business insurance is quite independent 
of sex. 

The same statement holds true in the 
case of insurance to pay inheritance 
taxes, the field of taxes being one place 
where women are definitely on the same 
footing as men. 

This time of the year, of course, is 
the open season for annual reports and 
any number of big corporations such as 
U. S. Steel, Standard Oil of Indiana, 
Sante Fe Railroad and a lot of others 
have taken great care to point out that 
at least half of their stockholders are 
women. Whether these women bought 
the securities themselves or whether 
they didn’t they are caught in the 
squeeze between high taxes and low in- 
terest rates and they need insurance to 
protect their estates. 

Another Side of Picture 

“Even though a lot of women need a 
lot of i insurance and have a lot of money 
to buy it,” said Miss Barber, “I’m not 
trying to paint the women’s market:as a 


rosy Utopia ‘where every prospect 
pleases and only man is vile!’ Admit- 
tedly, the average policy bought by 


women is smaller—much smaller than 
the average policy bought by men. Then, 
too, in writing insurance on the lives of 
women, because of the companies’ ex- 
perience, you run up against restrictions 
which don’t apply to men. And, accord- 
ing to one actuary, at least, women 
themselves present some hurdles.” 
According to that actuary, women 
bring to the company certain problems. 
They are apt to be careless in stating 
their age, calling themselves 19 when 
they are 15 or 20 when they are 19, and 
so on. In a recent survey of a large 
semenes it was found that the ten best 


years of a woman’s life are between 
pion 20 and 29. Then, too, it is 
sometimes alleged that women don’t 


speak, don’t understand and don’t think 
in the language of business. There are 
exceptions, of course. No one can seri- 
ously assert that Dorothy Shaver, or 
Elizabeth Arden come under the cate- 
gory of being ignorant of business ter- 
minology, practice or thought. 

The president of a large advertising 
firm thought it extremely difficult to 
sell a woman an adequate insurance pro- 
gram, not because she isn’t a good finan- 
cial manager as some women are ex- 
tremely thrifty but because the expres- 
sion “she thinks like a man” is a re- 
flection of the fact that women’s minds 
often don’t follow the trend that an in- 


(Continued on Page 12) 
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Deferred Comp. Talk 
To Midtown Managers 


HUGH M. MacKAY Y SPEAKS HERE 
Names Numerous Coremuatinen Having 
These Contracts, But Field Not Lim- 
ited to Larger Corporations 





Speaking before the Midtown Mana- 
gers Association of Greater New York 
last week Hugh M. MacKay, assistant 
counsel, State Mutual Life, had as his 
topic one of the most discussed subjects 
in the insurance, profit-sharing and re- 
tirement fields. It was “Deferred Com- 
pensation Contracts.” Already, there is 
a considerable literature on the subject 
which is growing, and furthermore, there 
is difference in viewpoint. 

Mr. MacKay discussed the Deupree 
and Brodie decisions, involving employes 
of the Proctor Gamble Co., but thought 
more attention might be given to some 
recent decisions. Among others he men- 
tioned were J. H. McEwen vs. Commis- 
sioner of Internal Revenue having to do 
with the payments to the president of a 
company and two of its subsidiaries of 
$30,000 plus 214% of profits over $850,000, 
plus payment to a trustee of 5% of such 
profits; the “companion case” of Julian 
Robertson vs. the Commissioner; the 
case of Harold G. Perkins where Nash- 
Kelvinator paid certain amounts in trust 
for the purchase of annuities on the life 
of the employe; the Frederick J. Wolfe 
case where the taxpayer contended that 
all income under a retirement income 
plan was received by him in the year of 
his retirement; the General Smelting, 
Flarsheim, Freeman and Charles L. 
Jones cases. The latter, a joint and sur- 
vivorship annuity case suggests that the 
Tax Court will not apply the vested 
economic benefit argument in these 
cases. 

Definition 

Mr. McKay, in giving a definition of 
a Deferred Compensation contract, said 
that such a contract is a part of an em- 
ployment contract which provides for 
deferring a portion of earnings until re- 
tirement, with further provision for pay- 
ments in event of disability, and to the 
widow or family of the employe in event 
of his death. On the employer's part 
there is a real benefit in that it will be 
able to receive continued counsel from 
the employe after his active employment 
terminates, and, if it is deemed impor- 
tant, the employe may be restrained 
from competing with the employer. 

He discussed the whys and wherefores 
of Deferred Compensation and among 
other things said: 

“It seems to me that the idea of de- 
ferred compensation is both economi- 
cally and socially desirable. The retire- 
ment problem of the highly paid em- 
ploye is a real problem. He can answer 
the problem wholly or in part under a 
theory that it is the function of earn- 
ings not only to provide for the present, 
but also to take care of the future, and 
under an agreement of employment 
which actually creates a depreciation re- 
serve that becomes usable when his 
services (or human assets) have reached 
the depreciation point called ‘retire- 
ment.’ 

“T think there is a wide field in which 
Deferred Compensation contracts may 
be used to the general advantage of 
many employes. Such contracts may be 
so prepared that income will be taxable 
to the employe as and when received by 
him. The employer may take a deduc- 
tion for payments actually made under 
these contracts.” 

Some Corporations Which Have 

Deferred Comp. Contacts 

Among large organizations which have 
entered into Deferred compensation con- 
tracts, Mr. MacKay said, are Calvert 
Distillery Co., Joseph E. Seagram & 
Sons, Inc., Standard Steel Springs Co., 
Fairbanks Morse & Co., Associated Dry 
Goods Corp., Allied Stores Corp., Safe- 
ead Stores, Inc., Nash- Kelvinator Corp., 
Gimbel Bros. 

The field, 


however, is not limited to 


corporations as the Freeman case 4 T.C. 





FORM BROOKLYN ASSOCIATION 
Branch of New York Association; 
Membership and Nominating 
Committees Named 
Life Underwriters Association of the 
City of New York announces the for- 
mation of a Brooklyn branch at a re- 
cent meeting held in the office of the 
temporary chairman, Gilbert V. Austin, 
CLU, general agent, Aetna Life, Brook- 
lyn. A membership committee was com- 
posed, which will devote its efforts to 
increasing membership in the associa- 


tion from all general agents, managers 
and field men and women operating 
from Brooklyn agency offices. Also 


formed was a nominating committee to 
prepare a slate of officers to be e‘ected 
and take ofiice July 1 to serve for one 
year. 





582 (1945) points out. In that case, Free- 
man was a CPA who devoted all of his 
time for years to the Anthony N. Brady 
estate. He became dissatisfied with his 
compensation and discussed this with 
one of the executors. Asa result, N. F. 
Brady contracted for himself and_ his 
estate to pay Freeman $12,000 a year 
and his widow $8,000 a year, both for 
life with an option to reduce Freeman's 
payments to $8,000 if his wife prede- 
ceased him. Freeman later gave up his 
contract to his own disadvantage, but 
the case indicates the use of such con- 
tracts in the non-corporate field. 

Mr. Mackay said that the purchase of 
life insurance or annuities to create a 
reserve for an employer, if used in con- 
junction with a properly drawn employ- 
ment contract, provides a method of se- 
curing a larger retirement income for an 
employe than he can gain if he takes a 
present raise and makes a similar in- 
vestment with his small net usable raise 
after taxes. 

The plan should be arranged so that 
any payment to a reserve established 
by the employer will not constitute tax- 
able income to the employe in the year 
of payment to such reserve. For ex- 
ample, if $12,000 is paid upon an insur- 
ance contract, this premium payment 
must not be income to the employe. To 
prevent this consequence: 

1. The payment must not be actually 
received in the nature of cash or check 
by the employe. 

2. There must be no constructive re- 
ceipt by the employe. 

3. There must be no receipt of a pres- 
ent unconditional economic benefit in 
such a manner that the value thereof 
becomes presently taxable under the 
broad provisions of Section 22(2) of the 
Internal Revenue Code. 

During his address Mr. MacKay said 
it appears that if rights are made con- 
tingent and forfeitable, amounts in- 
vested in insurance policies to create a 
reserve from which retirement payments 
are to be made, do not constitute tax: ible 
income to the employe in the year in 
which such premium payments are made, 

Comments on Treasury Department 

Press Release 

Commenting on a press release of the 





New England Mutual 
Advances Raye, Hill 


MADE 2ND VICE PRESIDENTS 





R. Winifred Burr, Assistant Secretary, 
First Woman Officer; Arnold Made 


Assistant Secretary 





Mutual Life announces 
Philip C. Raye, 
secretary ; 
Doane 


New England 
the following elections: 
second vice president and 
John Hill, second vice president; 





JOHN HILL 


Arnold, assistant secretary; and R. Win- 
ifred Burr, assistant secretary. 

Mr. Raye joined the company’s ac- 
tuarial department following his gradu- 
Amherst College in 1927 be- 
assistant to the underwriting 


vice president in 1934. He was elected 
assistant secretary in 1940 and secretary 
last year. 

Mr. Hill, graduate of University of 
Minnesota, 1929, and of Harvard School 
of Business Administration, 1933, has 
been a member of the home office staff 
for fifteen years. He is a Chartered 


ation from 
coming 





Treasury Department, referring to a 
staff study entitled “The Income Tax 
Treatment of Pensions and Annuities,” 
issued on December 3, 1947, Mr. MacKay 
thought the Bureau of Internal Revenue 
appears to recognize the harshness of 
the Brodie and Deupree decisions where 
the total cost of an annuity is considered 
income to an employe in one year, but it 
also feels that to allow the employer to 
deduct the total cost of an annuity in 
one year would be equally hard on the 
Government. There is no criticism on 
the Study of a Plan providing for re- 
tirement income if the employer may 
only deduct for payments as and when 
they are made. 








LOUIS LIPSKY, 
President 














Shee P. rompl, Friendly .— 


EASTERN LIFE INSURANCE COMPANY 
OF NEW YORK 


386 FOURTH AVE. 
NEW YORK CITY 16 


ISSUES ALL FORMS OF INSURANCE 


One ard Five Year Renewable Term, Ten Year Term and Term Expectancy; 
Family Income Riders; Juvenile Insurance; Insurance with Annuity; Life 
Premiums Reduced One-half After Twenty Years; 

Endowment Contracts; also sub-standard policies. 


For further information write Harry Yarin, V. P. and Sup't. of Agencies 


“A Company with a Friendly Atmosphere" 





JACOB ISH-KISHOR, 
V. P. and Secretary 


Limited Payment and 

















PHILIP C. RAYE 


Life Underwriter and was chiefly en- 
gaged in editorial and educational work 
until 1941, when he was made assistant 
to the president. A lieutenant comman- 
der in the Navy, Mr. Hill was elected 
an assistant secretary two years ago. 

Mr. Arnold was graduated from Dart- 
mouth College in 1927. He joined the 
company in 1930 and has been manager 
of the underwriting department since 
1941. He is currently a member of the 
executive council of the Home Office 
Life Underwriters Association. 


Miss Burr is the first woman in the 
company’s history to hold an elective 
office. A Vassar College graduate and 
president of the Vassar Club of Boston, 
she has been secretary to President 
George Willard Smith since 1930. 


Life Co. of Georgia Elects 
Two New Vice Presidents 


Life Insurance Co. of Georgia has 
elected as vice presidents A. L. Coffey, 
Sr., of Jacksonville, Fla., and Alfred 

Thompson of Atlanta. H. T. Dobbs, 
Jr., was made assistant treasurer and 
Sam P. Hatch assistant secretary. Dr. 
Ottis E. Hanes becomes medical direc- 


tor. 

Mr. Coffey has been Florida 
manager for the company for twenty 
years being associatetd with the organ- 
ization, since 1903. He started in the 
clerical department, went into the field 
as an agent in 1914, was transferred to 
Florida as a district manager in 1918. 

Mr. Thompson became associated with 
Life of Georgia recently, coming from 
the Coca-Cola Co.’s production. division. 
He formerly was vice president in charge 
of sales of a large Atlanta automotive 
concern. He was a pilot in the Army 
Air Corps in World War I 

Mr. Bobbs began his association with 
the company in 1933 in the home office 
clerical department, several years later 
becoming office manager. He went into 
naval service during World War II, 
and after his return organized a new 
agency record system for the company. 

Mr. Hatch, for eight years examiner 
with the North Carolina Insurance De- 
partment, became associated with the 
company in 1944 as chief accountant. 
He has supervised expansion of the 
clerical and accounting force. He is a 
graduate of the University of North 
Carolina, Phi Beta Kappa. 

Dr. Hanes succeeds the late Dr. Henry 
Cliff Sauls as medical director. . Dr 
Hanes is a graduate of Cornell Uni- 
versity Medical School and served his 
internship at Syracuse University Medi- 
cal Center. He received a Bachelor of 
Arts degree from Columbia University. 
He was in the Army Medical Corps, 
serving as flight surgeon in the Pacific 
for eighteen months. After separation 
from the Army he became resident 
physician in medicine at Piedmont Hos- 
pital in Atlanta. 
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While there is much less heart trouble in 
youth and early middle age than there used to 
his be, more and more people are now living to 
teach the later years when there is a higher 
death rate from heart ailments. 


By learning as you grow older to stop be- 
fore you’re overtired, by knowing how to 
relax, by having periodic medical examina- 
tions, and, above all, by following your doctor’s 
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do abou 
YOUR HEART 


‘has a normal heart 











TO VETERANS—IF YOU HAVE NATIONAL SERVICE LIFE INSURANCE—KEEP IT! 





Most people have. Your heart 
started beating before you were born, 
and in a normal day pumps about 
11 tons of blood. 


When you are relaxed your heart 
works about one third of the time 
and rests about two thirds. When you 
are active your heart works harder 
and rests less. 





3/ abused his 


Here was a successful businessman 
who repeatedly overexerted himself 
at work and play. By age 48, he had 
developed high blood pressure, and 
complained of occasional pains 
around the heart. 

His doctor advised him, among 
other things, to get more rest and cut 





helped his 


This man, a doctor, had a heart 
attack at age 55. After recovering, he 
returned to his practice, but cut 
down his working hours and the num- 
ber of patients he would treat. 

He took time for a daily rest. He 
developed several hobbies which kept 
him happy and busy in leisure hours 


advice—you can help avoid heart trouble, or 
lessen the effect if it should strike. Medical 
science has developed potent drugs and skilled 
techniques to help.keep you and your heart 


Overweight also makes your heart 
work harder. 

That’s why it’s important for most 
people in the middle and later years 
of life to avoid excessive physical 
effort and to keep their weight down 
at least to normal. 

When you learn to “take it easy,” 
you are helping your heart. 


heart 


down his week-end activities. But 
he continued to overexert himself. 

At age 52, he suffered a heart 
attack. The extra strains he had 
placed upon his weakened heart had 
so damaged it that he became a 
“cardiac cripple.”’ He had not helped 
his heart. 


heart 


but did not put a strain on his heart. 
At 65 he retired completely from his 
practice. 

By thus helping his heart—by 
knowing how to live within its limi- 
tations—he was able to enjoy many 
interesting and useful years of life 
after retirement. 


COPYRIGHT 1948—METROPOLITAN LIFE INSURANCE CO, 


Metropolitan Life 
Insurance Company 


{ MUTUAL COMPANY) - 


3} 


Frederick H. Ecker, CHAIRMAN OF THE BOARD 
Leroy A. Lincoln, PRESIDENT 


1 Mapison Ave., New York 10, N. Y. 








healthy. 


Research on diseases of the heart is increas- 
ing. To aid in this work, 151 Life Insurance 
Companies support the Life Insurance Medi- 
cal Research Fund which makes grants for 
special studies in heart disease. To learn more 
about helping your heart, send for Metropoli- 
tan’s free booklet, ““Your Heart.” 


Tus advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 30,000,000 including Collier’s, Time, 
Saturday Evening Post, Ladies’ Home Journal, 
Good Housekeeping, Cosmopolitan, McCall’s, 
American Magazine, Woman’s Home Compan- 
ion, National Geographic, Parents’,and Redbook. 
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N. Y. Life Executives 
Attend Texas Meeting 


U.S., CANADA BRANCH MANAGERS 





Event Also Commemorated Company’s 
Return to Texas After 41 Years: 
President Harrison Speaks 





A large number of executives of New 
York Life attended the forty-seventh 
annual meeting of the company’s branch 
managers in the United States and Can- 
ada. held in San Antonio this month. 
At the meeting, which especially com- 
memorated the New York Life’s return 
to Texas on January 2 after an absence 
from the state of forty-one years, Presi- 
dent George L. Harrison addressed the 
group. Other speakers were Dudley 
Dowell, vice president in charge of agen- 
cies; Vice President and Treasurer 
Richard K. Paynter, Jr.; Vice President 
Clarence J. Myers; Dr. William Bolt, 
chief medical director; Lowell M. Dorn, 
actuary; Stephen M. Foster, economic 
adviser; Charles J. O'Connell, field sec- 
retary; and Lee M. Gammill, assistant 
general counsel. Mr. Dowell presided at 
the business sessions. 

Among features of the meeting were a 
panel discussion of agency building, a 
number of conference seminars on cur- 
rent problems and sales opportunities tor 
agents and reviews of various phases of 
the company’s 1947 operations. Ray- 
mond C. Johnson, CLU, assistant vice 
president, acted as chairman and mod- 
erator at the agency building panel. Con- 
ducting the conference seminars was 
George J. Marsh, director of sales meth- 
ods research, assisted by Joseph D. 
Herring and Raymond J. Moore, re- 
search consultants. 


Welcomed by Dick Oliver 

At a special ceremony the New York 
Life was welcomed back to Texas by 
Dick Oliver, retired assistant vice presi- 
dent of the company who was San An- 
tonio branch manager when the com- 
pany withdrew from Texas in 1907. 
Luther M. Byrd and F. Turner Munsell, 
both of whom participated in the agency 
building panel, received special recog- 
nition in being awarded respectively the 
the L. Seton Lindsay Trophy and the 
Griffin M. Lovelace Trophy. 
home office representatives 
have not already been 
mentioned in this story, who attended 
the meeting, were Henry J. Becker, 
Frank Bingham, F. M. Bishop, Hamilton 
Cooke, Jr., George H. Kelley, Henry 
Held, Emery F. Peabody, William F. 
Stokum, A. H. Thiemann and Walter 
Weissinger. Mr. Weissinger, assistant 
vice president, served as arrangements 
chairman. 


Among 
whose names 


Elect C. D. Devlin V.P. of 


Confederation Life, Toronto 

C. D. Devlin has been elected vice 
president and general manager of Con- 
federation Life of Toronto and H. C. F. 
Mockridge and R. H. L. Massie are 
elected directors. 

Mr. Devlin joined the company thirty- 
eight years ago and has been general 
manager and director since 1946. For 
many years he has held executive posi- 
tions with various life insurance agency 
and management bodies in Canada and 
the United States. 

Mr. Massie is president of Massie & 
Renwick, Ltd., and of Dominion Fire. 
Also, he is vice president of Ensign In- 
surance Co. and director of Northwest- 
ern National Insurance Co. and John 
Inglis Co., Ltd. Mr. Mockridge, a part- 
ner in legal firm of Osler, Hoskin & 
Harcourt, is a director of International 
Nickel Co. of Canada, Ltd. Hudson Bay 
Mining & Smelting Co., Ltd., and 
Churchill River Power Co., Ltd. 


PENN MUTUAL BUYS NOTE 

Penn Mutual Life has acquired a 
$5,000,000 ten-year subordinated note of 
the Associates Investment Co. at 334%. 





Mutual Benefit Appoints 
S. R. Ames Richmond Mgr. 


Mutual Benefit has appointed Samuel 
R. Ames manager at Richmond succeed- 
ing William E. Davies who will give full 
attention to his clients in tax and estate 
matters. Mr. Ames has been associated 
with his father, Milton B. Ames, gen- 
eral agent at Norfolk. He started as an 
agent while still a law student at Wash- 
ington and Lee University. After dis- 
charge from the Navy as a lieutenant 
he returned to the Norfolk agency. 


Hoffman Made Buffalo G.A. 
B. Hoffman, CLU, agency 
manager, Buffalo, of Manhattan Life 
since April, 1944, has been appointed 
general agent in that city. Mr. Hoffman 
entered the life insurance business in 
1931 as an agent for Prudential and was 
associated with them for thirteen years, 
prior to joining Manhattan Life as 
agency manager in Buffalo. He is a 
native of Buffalo, and has been active 
in the Buffalo Life Underwriters Asso- 
ciation, including membership on its 
board of directors. 


Bernard 








Just what does Connecticut General’s “extra 
man”’ offer to a busy brokerage office? 


Take your own office 


perhaps this morning you would 


like a sales presentation to show a client on a 10 payment 
retirement insurance contract with all premiums discounted 
or the answer to a technical question on a pension plan 
your Connecticut General man would have it in your 


hands promptly. The saving in 
service for brokers has one aim 


broker’s problems every facility 


your time is obvious. Our 
to bring to bear on a 
of the Connecticut General 


organization, including underwriting, actuarial, legal and other 
specialized advice available through its Advisory Bureau. It 


is a service worth investigating 


to obtain it, you need 


only call your nearest Connecticut General office. 


CONNECTICUT 
GENERAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 





j 
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BETTER SERVICE 
THROUGH BETTER MEN 


LIFE INSURANCE, ACCIDENT ANDO 
HEALTH INSURANCE. SALARY 
ALLOTMENT INSURANCE AND AN. 
NUITIES ALL FORMS OF GRouP 
INSURANCE ano GROUP ANNUITIES 




















Bachrach Underwood & Underwood 


Raymond Rubicam J.P. Stevens, Jr. 


The new members of the New York 
Life’s board of directors—Raymond 
Rubicam and John P. Stevens, Jr., are 
shown in accompanying cuts. Mr. 
Rubicam is vice chairman of the Com- 
mittee for Economic Development and is 
chairman of its Research and Policy 
Committee. He is a co-founder and 
retired chairman of Young & Rubicam, 
Inc., one of America’s leading advertis- 
ing agencies. Mr. Stevens, president of 
J. P. Stevens & Co., Inc., New York, 
is a leader in the textile field. 


Colonial Joins LIAA 


The Colonial Life, Jersey City, has 
resumed membership in the Life Insur- 
ance Association of America. The com- 
pany, which withdrew from the asso- 
ciation at the end of 1943, was reelected 
to membership by the  association’s 
board of directors at its regular meeting 
last week. The president of the company 
is Richard B. Evans. 


New York City Association 
Sales Congress March 11 


James Elton Bragg, CLU, general 
agent, Guardian Life, and educational 
vice president of the Life Underwriters 
Association of the City of New York, 
has announced that plans have been 
completed for the twenty-eighth annual 
sales congress of the association to be 
held at the Hotel Pennsylvania, all day 
Thursday, March 11. The theme “Ex- 
panding Our Horizons” will be in the 
hands of six top-flight speakers, all na- 
tionally known. 


Massachusetts Cos. Can Buy 


Bonds of International Bank 


A bill has passed both Houses of the 
Massachusetts Legislature and. now goes 
to the Governor for signatute making 
bonds of the International Bank for 
Reconstruction and Development legal 
investments for life insurance companies 
and all other domestic insurance com- 
panies within the state. International 
Bank bonds now are legal investments 
for life insurance companies in all North 
Eastern states except Vermont, which 
does not have a session of its legislature 
scheduled this year. Eleven important 
life insurance companies, having assets 
of more than $4,600,000,000, are domiciled 
in Massachusetts. Fraternal organiza- 
tions featuring life insurance, which 
have headquarters in Massachusetts and 
which also are covered by this legisla- 
tion, have assets of over $42,400,000. 

John J. McCloy, president of the bank, 
when informed of the passage of this 
important Massachusetts legislation, 
said: “We are glad that the Massachu- 
setts legislature has approved the bill 
authorizing insurance companies in the 
state to purchase the bonds of the In- 
ternational Bank. The willingness © 
the legislature to authorize insurance 
funds to be thus invested is most gratl- 
fying, particularly in the light of the tra- 
ditionally conservative character 0! 
Massachusetts institutions.” 


—. 


Now N. Y. Life Directors 
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Collins and Rodgers 
Met. General Counsel 


SAUNDERS ASSOC. GEN. COUNSEL 





Will Work With Rodgers; Dougherty 
to Work With Collins; Guthrie 
and Maycock Advanced 





Joseph H. Collins and Churchill Rod- 
gers have been appointed general coun- 
sel, Metropolitan Life. Mr. Collins will be 
in charge of company’s legal work and 
of litigation. Mr. Rodgers will be in 
charge of legal phases of company’s 
investments. Charles G. Dougherty, as- 
sociate general counsel, will be asso- 
ciated with Mr. Collins, and W. H. 
Saunders, Jr., has been appointed asso- 
ciate general counsel and will work 
with Mr. Rodgers. H. D. Guthrie, attor- 
ney, and Roland Maycock, investment 
attorney, have been made assistant gen- 
eral counsel. 

Mr. Collins is a graduate of Creighton 
University Law School, Omaha, and got 
master’s degree from University of De- 
troit. He practiced in Minnesota and 
South Carolina and then became attor- 
ney for the then Bureau of War Risk 
Insurance. Joining Metropolitan in 1928 
he was appointed assistant general coun- 
sel in 1936 and associate general coun- 
sel in 1944, 

Mr. Rodgers was graduated from 
Ogden College, and got an A.B. degree 
from University of Louisville and an 
LL.B. from Harvard Law School. At 
Harvard he received a research fellow- 
ship and took graduate work in invest- 
ment law, also receiving a Doctor of 
Judicial Science degree. He studied 
finance and economics at Harvard 
School of Business Administration. In 
1933 he went with Metropolitan after 
practicing law in Honolulu and New 
York City. He became assistant general 
counsel in 1936; associate general coun- 
sel in 1944. Mr. Dougherty was formerly 
on staff of Charles G. Taylor, Jr., execu- 
tive vice president. 


Wins State Mutual Cup 








George Avery White (left) 
and Chester R. Jones 


_ George Avery White, president of 
State Mutual Life, presenting the Presi- 
dent's Cup to General Agent Chester R. 
Jones of Washington, D. C., awarded 
each year for outstanding achievement. 
Runner-up in the competition for 1947 
Was the Ross M. Halgren agency, In- 
dianapolis. 


NAMED DISTRICT MANAGER 

Carl A. Walker, has been named Bing- 
hamton, N. Y., area ‘district manager 
tor Provident Mutual Life. Mr. Walker 
Was with Metropolitan Life for eight 
years before joining Provident recently. 


MARKS 40th ANNIVERSARY 

Alfred J. Riley, underwriting execu- 
tive, Mutual Benefit Life, will mark his 
fortieth anniversary with the company 
this week. Mr. Riley has been an offi- 
cer of Mutual Benefit longer than any 
other member of the organization’s pres- 
ent official staff. Appointed an assistant 
mathematician in 1922, he was advanced 
to underwriting executive in 1933. He 
is a Fellow of the Actuarial Society of 
America and of the American Institute 
of Actuaries. Mr. Riley is one of the 
founders and a former treasurer of the 
Home Office Life Underwriters Associa- 
tion. 


Plan Conn. State Congress 


“The Third Hundred Billion” will be 
the theme of the 1948 sales congress of 
Connecticut State Life Underwriters As- 
April 9, in the Yale Law 
School Auditorium in New Haven. 


sociation, 


Chairman of the event is Charles K. 
Gordy, CLU, general agent in New 
Haven for Fidelity Mutual Life. He has 
announced that Wesley A. Sturges, Dean 
of Yale Law School, will open the meet- 
ing. Six other outstanding life insurance 


leaders will address the group, which is 
expected to exceed 500. 

Assisting Mr. Gordy as co-chairman 
is S. S. Eberth, Travelers, New Haven. 
Charles J.. Zimmerman, CLU, assistant 
managing director, Agency Management* 
Association, is in charge of the speakers 
program. 


Federal Life at Biloxi 


Federal Life of Chicago has selected 
for the 1948 convention of its leading 
producers the Buena Vista, at Biloxi, 
Miss., from May 3 to 8. 




















CONTINENTAL AMERICAN 


establishes a 


New Record of Progress 


The year 1947 established a high water 


mark in achievement by Continental 


American. This was accomplished 


through the outstanding work of our 


Veteran Field Force, supplemented by 
. the group of carefully selected and 
thoroughly trained new Field Repre- 
sentatives. Here are the Highlights: 


7 The volume of new business paid for 
was the largest in the history of the 
Company, increasing 3% over 1946. 


40th ANNUAL STATEMENT > 
December 31, 1947 


Life insurance in force increased by 
$14,432,889, resulting in a total of 
$206,366, 139, an all-time Company high. 


An average new sale of $7,413 per 
policy further increased the Company’s 
average policy in force to $5,108. 


24% of the production of the Company 
came from new full time men (less than 
two years with the Company) whose 
objective is to become career under- 
writers. 


A. A. Rydgren, President 





e 
ASSETS 
Bonds: U.S. Government ..... $20,495,801.83 37% 
Canadian Government...... 49,183.16 * 
State, County and Municipal . . 734,675.05 1 
RO ok ods caus ads scs 4,565,097.85 8 
WIE cdi coc idacsasace 289,193.02 1 
WE Fs sg Sock ode ok 62,634.15 * 
Nebel Go i kc one Waee $26,196,585.06 48% 
First Mortgage Loans......... 21,612,273.85 39 
Home Office Property ........ 727,998.80 a 
Other Real Estate............ 218.47 bg 
Preferred and Gucranteed Stocks 1,137,430.25 2 
Common Stocks. ...... eke tsa 52,400.00 * 
Policy Liens Within the Reserve..  3,674,673.00 7 
Cash in Banks and in Office ... 1,672,451.42 3 
WOE. os. $55,074,030.85 100% 
*tess than 14 of 1% 
LIABILITIES 
Policy: Reaeves «oo s ccninind<osncecce $49,976,026.67 
Reserved for Policy Dividends, Taxes, etc. 1,083,581.29 - 
Contingency Reserves—Investments ..... 226,768.99 
Future Interest Requirements......... 250,000.00 
TOTAL LIABILITIES, EXCEPT CAPITAL.. $51,536,376.95 
Capital Stock ...... $ 637,530.00 
Serpe soo no's ceuse 2,900,123.90 
TOTAL SURPLUS AND CAPITAL STOCK  3,537,653.90 
Tolelic cic ccd Be OS $55,074,030.85 


CONTINENTAL AMERICAN 


LIFE INSURANCE COMPANY 


WILMINGTON, DELAWARE 
M.S. Bell, Vice-President 
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Social Security Manual for Agents 


Equitable Society’s Mailing Cards and Folders Designed to 
Get Facts, Define Needs and Cultivate Interest 
of Wage Earners and Others 


In its new agents’ manual, telling how 
to sell with Social Security, which is 
accompanied by mailing cards and other 
material in a SS kit, the Equitable Life 
Assurance Society says that in all prob- 
ability the SS approach and simple life 
insurance programming it entails opens 
more today than any other ap- 
proach yet devised by the insurance 
business. Author of the manual, Charles 
R. Corcoran, director of sales promo- 
tion, says this approach is a certain 
interest-getter, fact-finder, need-definer. 
And above all, SS forms a foundation 
of financial security upon which it is 
possible to build reasonably full secur- 
ity. Without SS the full task might well 
seem prohibitive to many people. The 
activity puts financial independence 
within reach of the multitude of work- 
ers in covered employment. 

The SS kit of the Equitable contains 
mailing cards and two folders—‘“Social 
Security—What Does It Mean to You 
in Dollars and Cents?” and “Taking 
the If Out of Life.” One of the mailing 
cards is called, “A Service to Help You 
Get the Most Out of Your Social Se- 
curity.” 


doors 


A Family Example 


Opening question on one card is this: 
“$12,000, $15,000, $18,000—is this impor- 
tant money to your family if you died?” 
It refers to the possible sum total of 
SS monthly income benefits to which a 
wage earner and his family would be 
entitled if he qualified under the law. 
Here is an example given of substantial 
sums in possible benefits: 

John Worker has been covered by 
Social Security since its start in 
1937. He is 38, has a wife and three 
children. Their ages, respectively, 
are 37, 8, 6 and 2. His average 
monthly wage in covered employ- 
ment for eleven years is $240. At 
John’s death in 1948, his widow and 
children would be entitled to a So- 
cial Security Survivorship Monthly 
Income until the children reach age 
of 18. This would amount to $85 for 
ten years, $75.77 for the next two 
years, and $54.12 for another four 
years. The monthly income reduces 
as each child in turn reaches age 18. 
Furthermore, the widow would be 
entitled to a monthly income of 
$32.48 for life when she reached age 
65. Totaling these incomes, we find 
that the amount allowed for the 
three children equals $10,200; that 
allowed for two children equals 
$1,818; that allowed for one child 
equals $2,598; the widow’s benefit at 
age 65, figured on the basis of an 
expectancy of eleven and one-half 
years (CSO Mortality Table), totals 
$4,482—all in round figures. This 
makes a grand total of all benefits 
of $19,098 in round figures. If John 
were to survive to age 65 and thus 
become eligible for a_ retirement 
benefit, the total is equally inviting. 
He would receive $53.82 monthly for 
life and his wife would receive $26.91 
beginning at her age 65. On the 


same basis of an eleven and one- 

half year life expectancy for both 

of them, they would receive a total 
of more than $11,000. 

Important Information for Wage 

Earners 

One of the mailing cards contains six 
questions of vital importance to the 
wage earner if he wishes to enjoy the 
full benefits of his SS. Major sales 
points which prompt the asking of these 
questions are these: 

(1) “Did you know that the Social 
Security Administration advises you... 
if you are having Social Security taxes 
deducted from your wages every pay- 
day ...to check your credits with 
them once a year? Because there is 
danger of error in your account... 
and some errors cannot be corrected 
after four years.” This question is asked 
in order to urge the prospect to send 
the inquiry card to the Social Security 
Board to secure his up-to-date wage 
record. It is a definite service to him, 
because errors cannot be corrected if 
allowed to stand too long, and it calls 
for positive action on his part which 
will require further service on your 
part. Your further service will consist 
of interpreting the information which 
is returned by the board, checking it 
for error, and translating it into terms 
of the benefits to which it entitles the 
wage earner or his family. Instructions 
for performing this service are included 
on the back panel of the form entitled, 
‘Social Security—What Does It Mean 
to You in Dollars and Cents—Here Is 
the Answer.’ 

(2) “Did you know that it is abso- 
lutely necessary for you or your widow 
to make a claim for any benefits due 
... no payments are made automatic- 
ally . and payments are made retro- 
actively for three months only if claim 
is not filed promptly?” This is purely a 
service question—one that answers itself 
in most respects. But during the inter- 
view which should ensue after the in- 
quiry card has been returned by the 
Social Security Board, you will be able 
to present the full facts about this 
phase, thus further building prestige as 
an expert in the field of Social Security. 

(3) “Did you know that there is defi- 
nite information you or your widow 
must submit ge making claim ... as 
to proof of age, proof of marriage, or 
proof of peel and child relationship ?” 

Difference Between “Fully” and 
“Currently” Insured 

(4) “Did you know that there is a 
vast difference in the benefits due a 
‘fully insured worker’ and one who is 
only ‘currently insured?’” The _ facts 
about this question are the same as the 
preceding one with this difference: 
There is an opportunity to point out 
that the worker who is only “currently 
insured” has a greater job to do for 
himself in building his own security. 
Old age benefits are payable only in 
cases of “fully insured” workers. This 
applies to retirement benefits payable to 
the worker and his wife and to old age 
survivorship payments to a widow or 


Make Frank Whitbeck 
V.P. Union Life, Ark. 


FORMER BLIND SENATOR’S AIDE 


Also With Passport Bureau, State De- 
partment; Activities in Agency 
Development of Company 


Frank Whitbeck, who has been agency 
secretary of Union Life, Little Rock, and 
who once was an aide to blind former 
United States Senator Gore of Okla- 
homa, has been elected vice president 
of the company. He will continue as- 
sisting in the organization and training 
of Ordinary agencies. 

Born in Oklahoma City Mr. Whitbeck 
attended a number of schools and col- 
leges including Swavely Prep School, 
George Washington University, Univer- 
sity of Oklahoma, Oklahoma City Uni- 
versity and Oklahoma City College of 
Law. After his experience in the Senate 
he worked in the passport division, De- 
partment of State, doing this while at- 
tending George Washington University 
at night. A member of the Arkansas 
bar he also is a member, board of gov- 
ernors, Young Business Men’s Associa- 
tion of Little Rock; is president of the 
Laymen’s League of Trinity Episcopal 
Cathedral, and is a former president of 
Southwestern Association of Industrial 
Editors. 

Entering life insurance in 1938 in 
Oklahoma City he joined Union Life in 
1942 as director of public relations, be- 
ing promoted to agency secretary the 
following year. He entered World War 
in 1944 and during his thirty months 
with the Army Transportation Corps, as 
enlisted man and officer, he served in 
the American, European and Pacific 
theatres. On August 1, 1946, he was 
discharged as a first lieutenant and re- 
sumed his duties at Union Life. 

Mr. Whitbeck has a considerable ac- 
quaintance in New York City as while 
here on troop transport duty he visited 
a number of leading agencies in order 
to get first-hand information as to how 
they operate. 





possibly dependent parents. 

(5) “Did you know that your widow 
could not collect any survivorship bene- 
fit due her if she were forced to seek 
work in covered employment paying 
more than $14.99 a month? And in any 
event, she will receive nothing during 
the period after your youngest child 
reaches age 18 and until she is 65.” This 
question is leading to the eventual pur- 
pose of your interviews. It is self- 
explanatory but requires your amplifi- 
cation of the point that a widow almost 
certainly would have to work to support 
herself and minor children if she were 
dependent solely on Social Security. 
This income alone is insufficient during 
the children’s minority—it ceases en- 
tirely after the youngest child attains 
age 18 and until the widow is 65—it 
requires supplementing by one logical 
means, life insurance. 

(6) “Did you know that you could 
not collect your old age benefit if you 
are not able to retire at age 65, but 
must continue working in covered em- 
ployment?” This question is similar in 
purpose to question 5. Ii is intended to 
arouse interest in the fact that the 
worker himself could not enjoy his 
benefits at age 65 if he must keep on 


Shrader Photo 
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working. And the chances are that he 
will see as readily as you do that with- 
out further sums to bolster his SS, he 
will have to go on working. 


Overpayment of Taxes 

Before proceeding with the charting 
of benefits an agent should question the 
prospect as to the accuracy of his wage 
record. If he should be in doubt about 
it, the Equitable says, or if it appears 
incorrect to the agent in any respect, 
the prospect should write to the board 
immediately stating any apparent inac- 
curacies. The agent may find, at this 
point, that a prospect, because of a 
change of jobs or for other reasons, has 
overpaid his taxes and may be entitled 
to a refund. Incidentally, overpayment 
of taxes occurs more frequently than is 
suspected, particularly among workers 
who are paid more than the maximum 
amount of taxable salary of $3,000 and 
who change jobs after having paid $30 
in taxes in one year. The law requires, 
for administrative purposes, that taxes 
be deducted from the first $3,000 of 
wages received in any calendar year 
from any employer. Thus, if a worker 
moved from one job after having paid 
$30 in taxes—meaning that he earned at 
least $3,000 with that employer—he 
would then be taxed within the same 
year on whatever he earned with his 
second employer up to $3,000 of his earn- 
ings. Under such circumstances, the 
worker would be entitled to a refund of 
all taxes in excess of $30 paid in that 
calendar year. These refunds are not 
made automatically, but must be noted 
by the worker and application made for 
them through the local Internal Rev- 
enue Bureau. Legitimate claims—made 
within two years after the year of over- 
payment—are honored promptly. There 
is a real opportunity for the underwriter 
to ferret out such overpayments, to guide 
the worker in making application for 
refund, and to be instrumental in his 
receiving some cash which otherwise he 
might not have claimed. 


Monarch Life, Winnipeg, reports new 
business up 5.1% in 1947 at $23,300,000, 
with business in force at $128,000,000, a 
gain of 13.6%. Interest earned, 4.26%. 
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CLYDE FULLER 


The Northwestern Mutual Agents’ Calendar 


One of the effective goodwill building tools widely used 
by Northwestern Mutual Agents is the beautiful and justly 
famous calendar comprised of four striking Audubon prints. 


Now in its third year, Northwestern Agents attest to the 
calendar’s value in building and maintaining cordial rela- 
tions with policyowners and prospects. 
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LOMA Institute’s Chicago Seminar 


“Company pride and job satisfaction 
among life insurance employes exist in 
direct proportion to their knowledge of 
the business,” stated James H. Kohler- 
man, educational director of Life Office 
Management Association, in opening the 
LOMA Institute’s Chicago seminar, Feb- 
ruary 4-6, at Edgewater Beach Hotel. 
“Because of this conviction that educa- 


son Standard; W. G. Waters, Kansas 
City Life; N. Sullivan, North American 
Accident; Clarence Tucker, Northwest- 
ern Mutual; R. W. Backstrom, North- 


western National; G. R. Grace, Ohio Na- , 


tional; H. F. Donnelley, Oklahoma Bene- 
fit; E. F. Nason, Phoenix Mutual; B. H. 
Miller, State Farm; Miss Jean Wool- 
folk, Union Life; R. J. Taylor, United 
Benefit; R. C. Neuhaus, Washington Na- 
tional. 


STORY OF LUCKEY AGENCY 

The current issue of the Aetna-izer, 
publication of the Aetna Life Affiliated 
Cos., publishes a story of the Luckey In- 
surancé Agency, Poughkeepsie, N. Y., 
founded in 1825 and is believed to be the 
oldest agency in New York State and 
third oldest agency in the country. It 
was founded in 1825 by Solomon V. 
Frost and has been in the same location 
for over 100 years. It represents the 
Aetna Casualty & Surety Co. 


ELEVATED IN ACTUARIAL RANK 

Four members of the life actuarial 
department of The Travelers have been 
elevated in actuarial rank as a result 
of the November examinations given 
jointly by the Actuarial Society of 
America and the American Institute of 
Actuaries. The results announce the ele- 
vation of Dickinson C. Duffield as a 
Fellow and Morrison H. Beach, Charles 
G. Lincoln and Ralph H. Maglathlin as 
associates. Mr. Duffield is the son of 
the late Edward D. Duffield, president 
of The Prudential from 1922 until his 
death in 1938, 


tion is the keystone of employe effici- 
ency,” said Mr. Kohlerman, “the Life 
Office Management Association is con- 
ducting instructors’ seminars in various 
sections of the United States and invit- 
ing all life insurance companies to par- 





ticipate.” 

Meetings of the Chicago seminar were 
designed to treat all major problems 
relating to the operation of 
classes in LOMA Institute 
Using the Institute’s “Instructor’s Man- 
uals” as guides, the sessions covered 
such topics as methods of promoting 
programs, encouraging student participa- 
tion, effective classroom techniques, con- 
duct of quizzes, use of “instructors’ 
manuals,” and preparation of inexpensive 
teaching aids. Projection equipment was 
discussed in detail. All members out- 
lined ideas and procedures they had 
found effective in aiding students to 
grasp the significance of study material. 
Charts and tables which instructors had 
brought to the seminar were transferred 
to transparent film and projected on an 
overhead screen. 

R. W. Lederer, associate educational 
director of LOMA Institute, outlined the 
essential features of the new Guertin 
legislation and presented a demonstra- 
tion session on “History of Life Insur- 
ance” in which he used charts that had 
been especially prepared for the purpose. 
At the conclusion of these sessions, in- 
structors were given copies of Mr. 
Lederer’s talks and a set of reproduc- 
tions of the charts, reduced in half tones. 

Public relations opportunities of office 
employes evoked lively discussion. All 
present approved and encouraged con- 
tinued emphasis by the LOMA of the 
public-relations aspect of its educational 
program. 

Educational directors and instructors 
for twenty companies participated in the 
seminar. They were : G. C. Herzfeldt, 
Aid Association for Lutherans; G. 
Boddiger, Continental Assurance; A. M. 
Gurley, Continental Assurance; F. W. 
Capper, Equitable Life of Iowa; G. H. 
Hatmaker, Franklin Life; E. C. Christ- 
ensen, Guarantee Mutual; W. E. Bidel- 
man, Iowa Life; C. A. Coleman, Jeffer- 


company 
programs. 





1946 
1947 


$87,745,286 


New Individual Life Insurance $102,377,819 


1946 
1947 


$29,329,026 


New Group Coverage (Life and Casualty) $57.151.613 
9 +] 


1946 
1947 


$805,347,281 


Total Insurance in Force $901,278,400 


1946 — $290,843,867 
T 9 9 
otal Assets. ‘ 1947 *8310,756,251 


*Liabilities $299,326,819 Surplus $11,429,432 


1946 
1947 


158,400 


Number of Policyholders 176.350 


1946 
1947 


$5,132 


A Policy | i 
verage Ir olicy ssued During Year $5,978 


Mildred F. Stone Addresses 


Life Underwriters’ Groups 
During the past week Mildred F. 
Stone, director of policyowner services 
for Mutual Benefit Life, gave talks be- 
fore three groups, Detroit Life Under- 
writers Assn., Cleveland Women Life 
Underwriters and Pittsburgh Women 
Life Underwriters. “When a man buys 
any permanent kind of life insurance,” 
said Miss Stone speaking of the cost 
of life insurance, “he is building two 
capital accounts: one for his family if 
anything happens to him and the other 
for himself. Since he is building capital 
accounts it is reasonable, if necessary, 
for him to pay premiums out of capital.” 


Number States Entered for Complete 1946 


1947 


28 
46 


Life and Group Coverage : 


$16,801,162 was paid to people during 1947 


as a result of insurance with 


——— 
STATE MUPUAL LIFE 
~~ s44uWarICe 


OF WORCESTER, MASSACHUSETTS 











J. M. STERN LED IN JANUARY 

Jack M. Stern, with Jules Anzel 
agency of Continental American Life, 
New York, led all agents of the company 
in premiums and club credits for the 
month of January. Mr. Stern, a gradu- 
ate of College of the City of New York, 
became a certified public accountant 
about eleven years ago. He specializes 
in estate building, programming and tax 
matters. He joined the Jules Anzel 
agency in October, 1946. 
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New England Mutual Since 1929 
Has Doubled Insurance In Force 


$2,439,000,000 on December 31, 1947; Assets at End of 
Year, $921,682,889; New Insurance 
Showed 18% Increase 


In his annual report to directors of 
New England Mutual Life—the com- 
pany’s 104th annual report—President 
Georce Willard Smith said that new in- 
surance reached $301,000,000, an increase 
of 18% over the previous year and more 
than doubled the 1940-5 average. Total 
insurance in force of $2,439,000,000 on 
December 31, 1947, was more than double 
the ficure at the end of 1929. Assets at 
the end of the year were $921,682,889. 
At the end of 1946 they were approxi- 
mately $850,000,000. 

Exclusive of dividends, payments to- 
taling $46 million were made to policy- 
holders and beneficiaries during 1947. 
An exceedingly favorable mortality ex- 
perience, reflecting the continuing good 
health of the nation, was an important 
factor in producing net earnings from 
ordinary sources of approximately $18 
million for the year. From this amount, 
$13 million was set aside for distribu- 
tion of dividends in 1948, compared with 
$12 million a year ago. 

In spite of voluntary strengthening of 
insurance reserves and unavoidable in- 
creases in operating expenses, it was 
possible to add $7,123,000 to surplus 
funds after non-recurring adjustments. 
Total surplus, including a $15 million 
reserve for investment fluctuation, now 
amounts to $61,335,000. 


Real Estate 


During 1947 the New England Mutual 
sold its last remaining parcel of real es- 
tate which it had acquired by foreclo- 
sure. Other than its present home office 
property and the adjoining property at 
the corner of Berkeley and Boylston 
Streets the company owns only its for- 
mer site in Post Office Square, Boston. 

“Although some of the life insurance 
companies have purchased real estate for 
investment,” said Mr. Smith, “this com- 
pany has not yet done so, nor have we 
commenced construction of any apart- 
ment properties although plans for one 
are now in the tentative stage. 

“During 1947 the company again 
added substantially to its mortgage loan 
account and has closed 812 loans aggre- 
gating $32,945,000. The number of loans 
now on our books is 2,136, totaling $122,- 
960,000, an increase of 24.5% over the 
amount outstanding at the end of last 
year. The building industry is ex- 
pected to produce a large number of 
new homes, business and industrial prop- 
erties again in 1948. Accordingly, there 
should be a continued strong demand for 
mortgage money, and the prospect is 
for somewhat higher interest rates on 
mortgages. 


“For the first time since 1933 the total 
of outstanding loans to policyholders 
was greater at the year end than at the 
beginning, increasing approximately 3% 
to $34,172,600. Despite the sizable in- 
crease in number of loans made and in 
the amount outstanding the total of 
loans represents only 3.7% of our assets 
compared with 3.9% one year ago. 


‘ 
Interest Rates 


_“An encouraging development of real 
Significance appeared on the financial 
horizon during the year. As is well 
known,” President Smith stated, “the 
fate of earnings on insurance company 
Mvestments has been declining since 
30, a condition which has been em- 
Phasized by the Government’s fiscal 
Policy. In 1947, however, the need for 
capital and long-term loans by business, 


real estate and local governments far ex- 
ceeded the available supply. 

“As a result, interest rates became 
higher in the latter part of the year. 
The average return on securities pur- 
chased in 1947 improved .44% over the 
previous year. This will amount, on an 
annual basis, to increased earnings of 
more than $670,000 on the $151,375,000 of 
securities bought during 1947. 


“In connection with the change-over 
to the CSO Table with interest at 214%, 
it gives us satisfaction to report,” Presi- 
dent Smith said, “that the New England 
Mutual’s new issues of policies are 
broader and more comprehensive in 
their coverage than any of our preceding 


(Continued on Page 14) GEORGE WILLARD SMITH 








OPPORTUNITY for SUPERVISOR 


Life supervisor wanted for one of the 
fastest growing life insurance com- 
panies, willing to travel the Eastern sea- 
board states and make his headquarters 
in New York City. 


Training and supervisory duties. At- 
tractive Salary. Excellent future. Age 
29-36. Address: 


Box 1767, The Eastern Underwriter 
41 Maiden Lane New York 7, N. Y. 
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~ THE PRUOENTIAL 








In 1948, magazines with a combined circulation of over 
28 millions—and readership of many millions more— 
will bring Prudential messages into United States and 
Canadian homes. Clients and prospects in every walk 
of life . . . in almost every community and geographic 
area of these two countries will be urged to see their 
local Prudential Representative. 


Prudential Representatives know the value of this 
tangible support. And this is but one of many ways in 
which we help them show others that The Future Be- 
longs To Those Who Prepare For It. 


THE PRUDENTIAL 


A MUTUAL LIFE INSURANCE COMPANY 
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Frank S. Vanderbrouk Describes 
Monarch Life’s Training Program 


Life’s experience in 


The Monarch 
training managers as well as agents and 
the creation of its managerial college 
adjacent to the home office in Spring- 
held, Mass., 
Frank  S. 
president of the company, at the recent 
of the Health & Ac- 


cident Underwriters Conference in Chi- 


was interestingly told by 
Vanderbrouk, executive vice 


midwinter meeting 


cago. Explaining that the school is an 
extension of work that has been in 


FRANK S. VANDERBROUK 
progress for a number of years, Mr. 
Vanderbrouk _ that “we have passed 
the experimental stage and while we do 
not think our Fen is perfect, we are 
getting results and a higher type of 
manpower than we did before our train- 
ing program got under way.” 

It was eleven years ago that the Mon- 
arch took its initial steps to educate its 
men in the proper technique to sell 
\. & H. insurance. Up to that time the 
company had had about eleven years’ 
experience in life insurance. Its difficulty 
was to get its agents interested in sell- 

ife as well as A . H. “Every time 

on a drive for A. & H. business 
our life insurance pr or sod would fall 
ff, and vice versa,” said Mr. Vander- 
brouk 

Late in 1942 the company adopted a 
new merchandising plan, of which qual- 
ity selection of an agent and expanded 
training was a part. This was begun 
with a small, compact field force repre- 
senting a high type of manpower, the 
gency torce over a period of years pre 
ceding having been reduced by about 
1,000 men l. premium income of 
the company a year or so prior to this 

Wy ust over $3,000,000, and life 
oduction averaged about 
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$200,000 per month. “In contrast,” said 
Mr. Vanderbrouk, “the Monarch’s life 
insurance volume in 1947 exceeded $26,- 
000,000 and its A. & H. premium income 
topped $7,000,000. These results repre- 
sent the efforts of a field force of about 
400 agents, all of whom are on a full- 
time basis with the company. 
Backbone of the Program _ 

Glad to answer questions regarding 
the Monarch’s training program, Mr. 
Vanderbrouk stressed that it calls for 
a certain type of salesman. He must 
be willing to subject himself to consid- 
erable discipline and show a willingness 
to study and grasp the Monarch’s way 
of doing business. Before enrolling in 
the school the prospective agent must 
pass an aptitude test. His personality, 
appearance, manner of meeting people 
and background play an important part 
in this and subsequent tests. If his gen- 
eral agent is satisfied that he will fit 
into the organization, he must pass mus- 
ter at the home office. The greatest 
emphasis is put upon quality. 

Convinced of the valtie of this exact- 
ing screening of new men, Mr. Vander- 
brouk indicated its effectiveness when 
he said: “Our survival (persistency) 
rate is running close to 70% and we 
are told that this is very good. It has 
dropped off some in the past year which 
is no doubt a reflection of general busi- 
ness conditions.” He gave full credit to 
Roswell C. Laub, agency vice president 
of the Monarch, for the success of the 
program. 

Asked about other features of Mon- 
arch Life representation, the speaker 
said that a pension plan is given to 
agents as well as company employes 
“All who stay with us to age 65 will 
receive the same benefits as our home 
office executives receive,” he said. Mr. 
Vanderbrouk also gave a few details 
as to the company-supported finance 
plan available to Monarch agents. 

Quality Manpower a Requisite 

“Since the company specializes in 
noncancellable A. & H., the highest 
type of manpower is a requisite,” the 
speaker continued. “Not only do we 
strive for quality producers but for 
quality managers as well. We give our 
agents and general agents a lot of help 
along educational lines. General agents 
are constantly encouraged to take re- 
fresher courses at our school so that 
they will know as much about the busi- 
ness and how to sell it as their own 
agents. 

“Our problem is still one of recruiting. 
New men accepted for the Monarch 
Life college receive two weeks’ instruc- 
tion with all expenses paid until they 
go into the field. The emphasis is on 
the basic fundamentals of life and A. & 
H. insurance. The agent acquires the 
practical sales knowledge when he re- 
turns to his own territory. Returning 
later to the college, after having quali- 
fied in proficiency in the field, he is 
given advanced training, especially in 
life insurance, where subsequent courses 
are built around programing, Social 
Security, business insurance, estate 
analysis, and advanced underwriting. We 
inspire him to reach the objective of a 
CLU degree.” 


Purdue’s ‘ete ‘Kone 

A full class of fifty-five students com- 
menced their basic class in a one-year 
training program at Purdue Univer. ity, 
February 16. This will be the last besic 
course until November, 1943. The stu- 
dents come from nineteen different 
states and represent thirty-four different 
companies. Their average life insurance 
experience, prior to enrolling, is about 
seven months. The first basic group in 
the present cycle of classes has written 
more business in their first field period 
to date than any other basic class in the 
history of the school. 


Connecticut General Makes 
Several Staff Promotions 


Connecticut General Life announces 
appointment of J. Noyes Crary chief un- 
derwriter, accident department; John A. 
Bevan actuarial assistant; Mrs. Char- 
lotte C. Cowan and Rodney B. Wilcox, 
comptroller’s assistants; John L. Gar- 
man, chief underwriter, Group depart- 
ment; and James F. MacLean reinsur- 
ance assistant. 

Mr. Crary joined Connecticut General 
in 1932, from 1941 until 1946 was on Con- 
necticut State Council, then Red Cross 
field director and attached to the Navy, 
rejoining the company in 1946, 

Mr. Bevan went with the company 
after graduating from Yale in 1936, 
serving from 1942 to 1946 as research 
physicist with National Defense Council. 
He is a Fellow of the Actuarial Society 
and the American Institute. 

Mrs. Cowan joined Connecticut Gen- 
eral in 1925 and for the past fifteen years 
as a member of the comptroller’s depart- 
ment has spent the greater part of her 
time in the company’s agencies through- 
out the country. 

Mr. Wilcox has been with the comp- 
troller’s department since 1934, serving 
in the Army from 1943 until 1946. 

Mr. Garman was with the Philadelphia 
agency going to the home office in 1941. 
He served in the Navy Air Corps being 
discharged as a lieutenant senior grade, 
until 1946, 

Mr. MacLean has an M.A. from Uni- 
versity of Michigan joining the actuarial 
department of the company in 1937. He 
served four years in the Navy. He is a 
Fellow of Actuarial Society and Ameri- 
can Institute. 


J. O. Wilson at Seattle 
For Mutual Benefit Life 


John O. Wilson becomes general agent 
at Seattle, joining forces with Lawrence 
3ates, CLU, who has been general agent 
since 1929. Mr. Wilson has resigned his 
official post as regional superintendent 
of agencies at the company’s home office 
in Newark to take over his new duties. 

Mr. Wilson’s entire business life has 
been in insurance work, which he en- 
tered as an agent in Kansas City, Mo., 
in 1932. His experience since then has 
included selling, sales management and 
home office management work. He 
joined the Mutual Benefit’s agency de- 
partment in Newark in June, 1946, to do 
training and supervisory work. Six 
months later he was elected an officer 
with responsibility for recruiting and 
training fieldmen in sales and manage- 
ment work. 

Mr. Bates, who is well known in 
Seattle through his many civic and life 
insurance activities, will give his atten- 
tion to the specialized fields of pension 
trust and business insurance and broker- 
age business. Mr. Wilson’s primary ac- 
tivities will be the building and training 
of an organization to expand the Mutual 

Senefit’s services in the nineteen coun- 
ties of western Washington. 


J. Perry Moore Dies 


J. Perry Moore, 52, of the home office 
agency, Great Southern Life, died sud- 
denly of a heart attack on February 13, 
1948. A native Texan, he was a direct 
collateral descendant of Stephen F. Aus- 
tin, for whom the capital city of Texas 
was named. He was a past president 
of the Sons of the Republic of Texas 
and a life member of the San Jacinto 

3attleground Park Commission. He 
‘ike represented Houston, by appoint- 
ment of the governor, on the commis- 
sion which is to take charge of the 
battleship Texas, when she is berthed at 
San Jacinto as a Texas shrine. 

Mr. Moore was a past president of the 
Houston Association of Life Underwrit- 
ers; and was currently a regional di- 
rector of the Texas State Association. 
He had twice qualified for the Million 
Dollar Round Table and was ready to 
submit his qualifications for life mem- 
bership when his career was cut short 
by death, 


Mary F. Barber 


(Continued from Page 3) 


surance man, accustomed to dealing with 
men, expect them to take. 
Compensating Advantages 

Miss Barber offered some compensa- 
ting advantages. They are these: 

Women live longer than men ag 
has been explained to every woman 
sold an annuity. The average res of 
life for white females in the U. S. has 
reached the figure of 69!4 years, while 
that for white men is 64% years. 

If the records of Penn Mutua! are 
typical, women tend to buy the higher 
premium forms of insurance’ under 
which premium payments stop at a defi- 
nite age. For instance, in 1946, women 
bought about a quarter of the total num- 
ber of Penn Mutual policies sold, but 
they bought about 40% of the Retire- 
ment Income and Endowment policies, 

Then, too, because women are new- 
comers in the business world, there 
is likely to be less competition. During 
the war a lot of women advanced to im- 
portant positions without much fanfare. 
But the potential value of these promo- 
tions, insurance-wise, didn’t get the same 
attention as usually accompanies impor- 
tant steps up the financial ladder that 
are made by men. 

“When talking about the opportunities 
the women’s market presents, the last 
thing I want to do is to picture it asa 
special field of operations with a high 
wall around it which separates it from 
masculine preserves,’ Miss Barber said. 
“The fact that, under present-day condi- 
tions, the insurance needs of men don't 
have to be put in separate compartments 
is illustrated by some test advertising 
our company has done in the New York 
Times during the past few weeks. 
On January 11, we ran a _ retire- 
ment income advertisement specifically 
directed to men and of the _ total 
replies—over a tenth were from women. 
Then, this month we ran a very similar 
retirement income advertisement specifi- 
cally directed to women and of the re- 
plies received, before I left Philadelphia, 
about a third were from men. 

“During the war, we pointed to the 
fact that well over a third of the num- 
ber of policies were bought by women— 
this business accounting for almost a 
fifth of the total volume. But when we 
translate this particular fraction into bil- 
lions of dollars, you'll realize that life 
insurance wouldn’t have been able to 
sing very loud in the chorus of business 
showing wartime gains in annual sales if 
it hadn’t been for the substantial volume 
of women’s purchases. In the post-war 
years women’s purchases can make an 
equally important contribution not only 
to the life insurance business but to the 
security of American families if we are 
alert to the opportunities existing in the 
women’s market.” 
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MUTUAL INSURANCE CO. 
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The Finest in AEA Insurance Since 1910 
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Equitable Society Has 
Assets of $4.5 Billion 


1947 PAID FOR $1.17 BILLION 





President Parkinson Cites Large Health 
Insurance Coverage Under 
Private Plans 





New life insurance issued by Equitable 
Society last year amounted to $1,170,- 
000,000, new high record for the Society 
and insurance in force at the close of 
the year totaled $11,944,000,000, an in- 
crease of $1,381,000,000. Total assets 
reached a new peak at $4,505,000,000, a 
gain of $322,400,000. Interest on invest- 
ments increased somewhat, the rate be- 
ing 3.02% on reserves and 2.76% on 
ledger assets. 

In his annual report President Thomas 
I. Parkinson pointed out that there was 
growing interest in various forms of 
health insurance and that proposals for 
the Federal Government or the states to 
enter this field failed to consider the 
vreat degree to which such needs are 
being met by privately supported plans. 

“Probably few of our citizens realize 
that privately supported plans already 
protect approximately 45,000,000 people 
in this country for the costs of hospital 
care,” he said. “In the case of the Equi- 
table alone, 1,722 employers had con- 
tracts in force at the end of 1947 to 
cover costs of hospital expenses for 848,- 
500 employes and approximately 750,000 
of their dependents. More than 1,275,000 
persons were also covered under Equi- 
table Group contracts providing for sur- 
gical benefits. Nearly 790,000 employes 
were also protected at the end of 1947 
under the Society’s Group accident and 
health policies providing a weekly in- 
come in the event of disablement on ac- 
count of accident or illness.” 

The Equitable’s new housing project 
on the site formerly owned by the Webb 
Institute of Naval Architecture, Bronx, 
N. Y., has progressed to the point where 
architect’s and builder’s contracts have 
been entered into, Mr. Parkinson re- 
vealed and said that construction will 
begin shortly. As now planned, nine 
apartment buildings containing a total 
of some 1,100 apartments will be erected 
at a total cost, including land, of ap- 
proximately $15,000,000. 


BERKSHIRE LIFE INCREASES 





President Amber Reports That New 
Life Insurance Paid Was Largest 
in Company’s History 
The annual meeting of the Berkshire 
Life was held at its home office re- 
cently at which time President Harrison 
L. Amber reporting to the policyholders 
stated that new life insurance paid was 
the largest in the company’s history, 
$39,316,000, which brought the total life 
insurance in force to $323,880,000. The 
company’s assets increased $6,899,599 
and have now reached $103,909,778. 
Policyholders reserves increased $5,273,- 
473 and unassigned surplus increased 

484 

The company’s investment policy did 
not change much during the year. The 
bond account was increased about $2,- 
500,000. The mortgage loan account in- 
creased approximately $5,700,000, of 
which $3,500,000 was loans to veterans 
for the purchase of homes under the 
GI Bill of Rights. Total mortgage loans 
were $35,942,000 of which $22,000,000 is 
guaranteed or partially so by the Fed- 
eral Government. 

A complete change in accordance with 
new legislation was made in the basis 
of operation of the company, effective 
January 1, new and modern 
mortality table was adopted and a new 
reserve basis established. Many new 
policies were offered for sale the first 
time January 1. 

The company paid in death claims to 
beneficiaries during 1947 $2,639,633 and 
to living policyholders $2;852,694. 








Women Insurance Buyers’ Psychology 


Milo Miloradovich Writes Prentice-Hall Booklet on Secret 
of Selling to Them 


Milo Miloradovich, who is in the New 
York public relations field and is a mem- 
ber of Advertising Women of New York, 
Inc., is author of a booklet, “The Secret 
of Selling Life Insurance to Women,” 
which has been published by Prentice- 
Hall, Inc., New York. Miss Milorado- 
vich was formerly an agent in this city 
who wrote cases jointly with Harry 
Morrow, former president of Life Un- 
derwriters Association of New York. 
Her literary writing has included finan- 
cial and insurance sales promotion copy 
and correspondence for a number of 
American and Canadian life insurance 
companies, including Mutual Benefit, 
Mutual Life, Home Life and Canada 
Life. 

Her advice on how to sell insurance 
to women effectively starts with an 
agent’s abolishing in his own mind the 
fear of approaching a woman prospect. 
Women, she says, are as reasonable, as 
calm (sometimes more so), and as ap- 
proachable as are men prospects. 

“She may not know as much as some 
of the men about insurance and what it 
can do, but she might just possibly know 
more about it than the average indi- 
vidual,” she says. “If she does, it will 
be that much easier for you, the agent. 
If not, then start simply; use a little 
more patience; take a little more time 
and care in explaining that you have 
come to talk in a professional capacity. 
You will be given the time, especially if 
you are talking to the woman in the 
home or the woman of independent 
means. Let your first interview be so 
instilled with friendliness that your fem- 
inine listener will realize you really 


meant what you said when you offered 
her your professional services and ad- 
vice. 

“Try to realize that her mind is a logi- 
cal mind too, and that she has even a 
fair degree of intelligence, and so can 
follow your explanation as readily as 
any man and sometimes with greater 
concentration. Often the observation 
has been made. ‘Women have one-track 
minds.’ Make use of that characteristic, 
but be sure you are on the right track.” 

Miss Miloradovich believes that the 
most effective sales conversation is one 
which fits the pattern and trend of 
thinking of the woman with whom the 
agent has an appointment. Recogniz- 
ing that women are individualists, and 
often more so than most men, her advice 
is not to be confused because they do 
not fall as readily as men do into pat- 
terns. 

And the author warns agents not to 
be discouraged when the feminine pros- 
pect asks a lot of questions. She is 
more interested in details than her hus- 
band or brother. Women are naturally 
curious and want to know the how, why 
and what. Most men take one jump 
from the beginning to the end without 
sifting all the details. A man often en- 
joys listening to the agent’s technical 
insurance terms, but most women prefer 
their language straight and_ simple. 
Don’t struggle in a field of confusing in- 
surance terminology, she advises. Choose 
the right vocabulary at the right time 
and tell the story simply. An imperative 
conviction is to be thoroughly convinced 
that every woman—married or single— 
has a real program need. 





Recorded Broadcasts by 
Institute Staff Members 


The first of a series of six broadcasts 
explaining how life insurance fits into 
the needs of farmers was made recently 
by Philip A. Alampi, farm reporter of 
Station WJZ, as part of his 6:00 a.m. 
to 6:30 a.m. farm hour. The script was 
a recorded interview with Holgar J. 
Johnson, president of the Institute of 
Life Insurance. Other scripts are sched- 
uled for Mr. Alampi’s broadcasts today, 
February 27, to March 12 and 26 and 
April 9 and 23. They are recorded inter- 
views with other members of the In- 
stitute staff and take about seven or 
eight minutes of the half hour broad- 
cast. Various Institute publications are 
being offered free to listeners by Alampi 
at the conclusion of each broadcast. 


Jefferson Standard Gains 


New paid for business of Jefferson 
Standard Life in 1947 amounted to 
$118,272,288, an increase of 3% over 1946 
and 69% over 1945, Ralph C. Price, 
president announced. Insurance in force 
increased over $75,000,000, bringing the 
total amount of outstanding insurance 
to $747,501,522, which represents an in- 
crease of 60% during the past five years. 

Admitted assets amounted to $199,857,- 
286 on December 31 and now exceed 
$200,000,000. The increase in admitted 
assets for the year exceeded $20,000,000. 
New investments made during the year 
were in excess of $57,000,000. Net in- 
terest earnings were slightly over 4%, 
being practically the same as last year. 
Payments to policyholders and benefi- 
ciaries amounted to $8,664,444 for the 
year and a total of $167,711,334 since 
organization. 

The company declared a dividend of 
thirty cents per share payable January 
30 on one million shares of capital stock 
of ten dollars par value. A bonus of 
5% of 1947 salaries was declared for em- 
ployes, 





HUBER AGENCY QUALIFIERS 





Four Associates to Attend Company 
Convention in Hollywood, Fla. 
On March 30 
Four associates in the Solomon Huber 
Agency, Mutual Benefit Life, New York, 
have qualified for the company con- 
vention to be held in Hollywood, Fla., 
March 30. They are Louis R. Miller, 
CLU, Carl Spiro, David Adelman and 

Daniel Spooner. 

The twelve man agency, which has a 
100% membership in the Life Under- 
writers Association, has _ contributed 
three members to the Million Dollar 
Round Table. Starting January with 
$568,000 of paid for business, the group 
has submitted a total of over $1,500,000 
for January and February. There are 
four CLU’s in the agency. 


Life Co. of Georgia Business 


Life Insurance Co. of Georgia gained 
$56,554,028 insurance in force during 
1947, up 13.5% to a total of $475,520,289, 
while assets rose 26% to $31,831,809. The 
number of policies increased 25.3%— 
83,948 added for a total of 3,316,241. 

Policy reserves were up $4,680,616 to 
$18,174,612. Surplus funds and capital 
were increased $1,107,444 to $10,453,763. 
For each $1 of the $21,378,047 liabilities 
the company had $1.49 of admitted as- 
sets. Volume of mortgage loans was in- 
creased $2,521,603 to a total of $4,800,420. 

Payments to policyholders and bene- 
ficiaries rose $633,796 to $6,534,674. 


General American Figures 

General American Life of St. Louis 
closed 1947 with insurance in force of 
$915,000,000 and total resources amount- 
ing to $162,000,000. Ordinary insurance 
sales totaled $30,206,500 while increases 
were recorded in all lines of Group in- 
surance. 

President Walter W. Head reported 
net earnings at $2,995,427 with a net 
average yield on mean ledger assets of 
3.45% as compared to 4.06% in 1946 
due to declining rates on mortgages. 


Test for Bridegrooms: 
Are Their Lives Insured 


DR. CRANE’S ADVICE ON RADIO 





Psychologist Tells Women Life Insur- 
ance Is Index to a Man’s Ambition 
and Forethought 





author of two 
columns, broad- 
station WGN, at 


Dr. George Crane, 
syndicated newspaper 
casts every day on 


Chicago at 10:15 a.m. His columns are: 


captioned, “The Worry Clinic” and 
“Test Your Horse Sense.” Also, he is 
author of “Psychology Applied,” a book, 
and is a professor of 
Northwestern University. 
In a recent broadcast he made some 
pertinent comments on life insurance. 
During this talk, designed to show girls 
which qualifications make for the best 
type of husband, Dr. Crane said: 
“Now, what we've said about girls in 
the business world is just as applicable 
to young men and even to those who 
are married and fathers of © several 
children. Ambitious people look ahead; 
but sluggish, indolent ones live fér ‘the 


present. You girls might very well give* 


your prospective bridegrooms a test for 
ambition, therefore, even before you 
plan your wedding dress. 


Men Should Carry Life Insurance 


“In the first place, find out if your 
sweetheart carries any life insurance. 
If he doesn’t, assuming, of course, that 
he’s a healthy individual and could pass 
a medical examination, then it usually 
means he isn’t a mature man, for grown- 
up men look ahead in the financial realm 
and they realize that life insurance is 
as much an index of an educated, modern 
male as is the use of a toothbrush. 

“Indeed, when you men look for a 
new job and thus write your letter of 
application, it’s generally wise to list 
the insurance which you carry, for your 
insurance is regarded by prosepctive 
employers as one very valuable index 
of your ambition and your intelligent 
forethought. So be sure your prospec- 
tive husbands have a reasonable amount 
of life insurance.” 


STERLING OF CHICAGO CHANGES 


President Breskin “re Designated 
Board Chr.; Cotter Auditor; Mc- 
Cullagh Treas.; Other Promotions 


Louis A. Breskin, president of the 
Sterling Insurance Co. of Chicago and 
its founder in 1929, has been elected to 
the newly created post of chairman of 
the board. This is in addition to his 
duties as president. Mr. Breskin’s initial 
insurance experience was with the Equi- 
table Life Assurance Society of New 
York, serving as an assistant manager 
for seven years prior to launching the 
Sterling. 

At its annual meeting the new office 
of auditor was created and Edward J. 
Cotter was named to this post. He has 
had more than twenty years’ insurance 
experience in the Chicago field. Other 
promotions were James A. McCullagh, 
formerly with the Illinois Insurance De- 
partment, to be treasurer, D. M. Jacobs 
and P. K. Hornburg to be assistant sec- 
retaries. 


J. I. Oberst Talks at Macon 


At the recent meeting of the Macon 
(Ga.) Life Underwriters Association the 
speaker was J. I. Oberst, president of 
the Life Agency Cashiers Association of 
the United States and Canada. Mr. 
Oberst is agency supervisor for North- 
western Mutual at Atlanta. In his talk 
Mr. Oberst told of the part played by 
life insurance in preserving the Ameri- 
can way of life and gave an interesting 
account of how an agent turned failure 
into success by the simple program of 
working for weekly production. 





George Johnson has been appointed a 
director of the Buffalo Life Under- 
writers Association to fill the unexpired 
term of Cornelius Kurtz, resigned. 


psychology at* 











February 27, 1948 











Seated left to right: E. Leigh Jones, Alexander A. Jenkins. Standing: C. Stewart 
Baxter, Lantz L. Mackey. 


Alexander A. Jenkins, assistant trust officer, Manufacturers National Bank of 
Detroit, and a member of the American Institute of Banking, has been elected 
president of Detroit Life Insurance and Trust Council which is four years old. It 
has a membership of 150 trust officers and life insurance men. 

E. Leigh Jones, CLU, manager, pension and business insurance division, George 
E. Lackey agency, Massachusetts Mutual, is vice president. He is also president of 
Detroit CLU chapter, chairman of Detroit Life Underwriters Association’s by-laws 
committee, and president of Ingleside Club, Detroit. 

The new secretary is C. Stewart Baxter, vice president and assistant trust of- 
ficer, National Bank of Detroit. He is chairman of Michigan Bar Association com- 
mittee on probate and trust law and a member of Detroit Bar Association’s probate 
committee. Also, he is commander of the Cadillac Post, American Legion. 

Treasurer of the council is Lantz L. Mackey of L. L. Mackey & Associates. He 
is a member of NALU committees on relations with trust officers and compen- 
sation and is the national committeeman for the Detroit association. Also, he is 
president of Home Life’s CLU association and a past president of. both Detroit 
CLU chapter and Detroit Life Underwriters Association. Lillian Hogue, CLU, New 
‘York Life, and treasurer of Detroit CLU chapter, was reelected assistant secretary 
of the council. 

On executive committee are H. Peter Trosper, New York Life; John W. San- 
ders, Equitable Trust Co., and Charles R. Eckert, Northwestern Mutual Life. 





JOINS JOHN O. TODD AGENCY 


Lloyd C. Hood has joined the John 
O. Todd Agency, Northwestern Mutual 
Life, Chicago, after nine years as man- 
ager of the life department of the 
brokerage firm of Joyce and Co. Mr. 
Hood began his insurance career with 
Northwestern Mutual in 1935 and at 
one time was a supervisor in the Chi- 
cago agency of his company. 


Jefferson Standard Changes 


Jefferson Standard Life of Greens- 
boro announces that Clair C. Connor, as- 
sistant manager of the mortgage loan 
department has been advanced to asso- 
ciate manager, and Edwin Hall, with the 


company since 1936, has been made as- 
sistant escrow officer. 


New England Mutual 


(Continued from Page 11) 


contracts, and certain added benefits in 

the new contracts have been extended 

retroactively to the old policies.” 
Anti-Inflation Measures 

Mr. Smith pointed out the vital con- 
cern of the nation’s seventy-five million 
policyholders in actively supporting and 
encouraging sound anti-inflation meas- 
ures on the part of Government. Com- 
menting that these measures should deal 
with the causes rather than the symp- 
toms of inflation, he cited as one ex- 
ample, economy in governmental expen- 
ditures, and another, monetary po.icies 
that discourage further inflation of the 
volume of money and bank deposits. 

“Looking back over the past two 
years,” Mr. Smith concluded, “one de- 
velopment in life insurance stands out 
above all others. It is that in each 
of these two years the American 
people purchased more than $21 billion 
of new insurance, or at double the 1940 
rate. But the decline in the purchasing 
power of the dollar, resulting from in- 
flation, has outstripped the rise in in- 
surance per capita, and the fact remains 
that the average American family is less 
well protected today than before the 
war in terms of what his insurance pro- 
ceeds will buy. 

“There is, therefore, a need for more 
life insurance to offset higher living 
costs. Also, the combination of high 
personal income tax rates and low in- 
terest yields on high-grade investments 
has made life insurance the only feasible 
way for the average man to provide ade- 
quate protection and security for his 
family. These two facts should act as 
a challenge to every '‘ife insurance 
agent in America.” 


COMMONWEALTH’S LARGE GAINS 

Sales amounting to $71,235,848 of life 
insurance in 1947, the largest in the his- 
tory of the company, were reported by 
President Morton Boyd of Common- 
wealth Life, at the annual stockholders’ 
meeting. Increase in insurance in force 
was $39,209,186. During 1947 the com- 
pany’s assets increased 12.3% to $47, 840,- 
909 and the amount of insurance in 
force increased 12.6% to $348,002,583. 
Dividends to stockholders amounted to 
$90,000 or 6% and voluntary asset and 
liability reserves of $449,747 were set 
un. Additions to surplus of $184,117 were 
made from earnings and profits. 


New business issued by the Crown 
Life, Toronto, in 1947 totaled $114,923, - 
282. Business in force gain $76,400,000 to 
$541,872,892. Interest earned, 3.77%. 


JAMES F. MacGRATH, Jr. 
General Agent 
THE UNITED STATES LIFE 
INSURANCE COMPANY 
In The City of New York 


NO CHANGE 
IN PREMIUMS 
on our regular policies. 


Values are higher in 
most cases and are avail- 
able as early as the first 
year at some ages. 


Rates on 5-10-15-20 
Year Term and Family In- 
come Riders are generally 
lower. 








84 WILLIAM STREET 
New York 7, N. Y. 
Telephone: HA 2-7865 





Chicago Appointment 


Howard Kelley, formerly ‘assistant 
general agent in Los Angeles agency, 
Massachusetts Mutual, has been made 
a general agent at Chicago, succeeding 
the late Archibald R. Houle. Offices 
will be continued in suite 660, Field 
Building. 

The announcement was made. by 
Chester O. Fischer, vice president of 
the company, at a luncheon in Illinois 
Athletic Club February 26. With an en- 
viable record in agency building work 
Mr. Kelley went with Massachusetts 
Mutual in Cleveland in April, 1943, as 
an agent. He continued in his wartime 
post as director of insurance and com- 
pensation for General -Motors at the 
Cleveland plant. In 1945 he became as- 
sociated with John W. Yates, Los An- 
geles general agent, and aided in estab- 
lishing a junior organization and in 
{raining new representatives many of 
whom became outstanding producers. 
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FG65 IS A REAL “SPECIAL” 
FOR AT LEAST FOUR 
OF THE BEST PROSPECT 
GROUPS THAT 
WE HAVE ~~ 
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THE YOUNG FATHER WHO NEEDS MORE 
PROTECTION WHILE THE CHILDREN ARE 
GROWING UP, WITH FAMILY INCOME 
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GUARDIAN'S FG65 IS A FINE BUY 
FOR THE MAN WITH A GOOD PROGRAM 
WHO NEEDS MORE CLEANUP AND INCOME 
TO OFFSET TODAY'S INFLATION, 

















THE YOUNG MAN WITH FINE FUTURE 
PROSPECTS BUT NOT MUCH IMMEDIATE 
INCOME, FG65 IS AN OPTION ON HIS 
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IMMEDIATE PERMANENT PROTECTION 
AT A PREMIUM HE CAN PAY. 
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Lincoln Talk 
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be careful reconsideration of the proper 
field of mass coverage and his belief 
that an employer-employe relationship 
should exist. However, he wanted it 
understood that there are different 
schools of thought among executives of 
life companies on this subject. 

“T want you fellows to be clearly 
cocnizant that there are different points 
of view about Group insurance,” he said. 

\ir. Lincoln then told how the sub- 
ject is being studied by committees 
representing NALU and Life Insurance 
Ag ency Management Association. “The 
problem must be worked out thought- 
fully and for the good of the business 
and the public, and we will not get 
anywhere merely by _ needling each 
other,” he said. 

Savings Bank Insurance 

Mr. Lincoln then told the growth of 
Savings Bank Life Insurance. In Massa- 
chusetts the banks have in force $293,- 
(00,000, which is more than 4% of the 
insurance in force in that state where 
SBLI has been in existence only forty 
years. In New York, with SBLI less 
than nine years old, there is $88,000,000 
in force. Starting to write SBLI in Con- 
necticut in 1942 already $73,000,000 is on 
the books. 

Mr. Lincoln said that in a recent con- 
ference with the life companies the 
banks agreed to come under the same 
laws and supervision as the life com- 
panies, and as part of this development 
there has been established a plan for 
$5,000 of insurance. It is understood that 
this limit was suggested by the Super- 
intendents of Insurance and of Banking. 
There is to be a standing committee 
of three representatives of life compa- 
nies and three from savings banks which 
will handle any minor complaints in 
connection with operations of the two 
systems. 


Discussing agents’ compensation Mr. 
Lincoln said that companies desired to 
be as liberal as they could in their 
treatment of agents. A_ satisfied field 


force will reflect in more policyholders 
being put on the books, but anything 
which is done in the way of compen- 
sation must not only be in keeping 
with the expense limitation laws but in 
the best interest of the policyholders. 
Helpful Associations 

In concluding his talk Mr. Lincoln 
told of the many cooperative movements 
among companies which are of con- 
stantly growing value to the production 
forces of the country as well as to the 
insured. Among other associations and 
projects he mentioned the Life Insur- 
ance Association of America, American 


Life Convention, Institute of Life In- 
surance, Life Insurance Agency Man- 
agement Association, Huebner Founda- 
tion and the sponsoring of the Life 
Insurance Medical Research Fund. 


“We do not know yet what discov- 
eries in cutting down mortality from 
heart disease will be made, but some 
great discovery may result. In another 
field, penicillin was discovered not so 
long ago and you know what that has 
done in cutting down the mortality of 
pneumonia and similar illnesses, and 
who knows but an equally great benefit 
to humanity may be found in the war 
on heart diseases.” 


At Speakers’ Table During 
Banquet of N. Y. Ass’n 


Among those present at the head table 
at the dinner on Tuesday night of the 
Association of Life Underwriters of the 
City of New York were Alexander T. 
Maclean, president, Massachusetts Mu- 
tual; John S. Thompson, president, Mu- 
tual Benefit; J. P. Fordyce, president, 
Manhattan Life; A. A. Rydgren, presi- 
dent, Continental American; R. E. Irish, 
president, Union Mutual; R. B. Evans, 
president, Colonial Life; Frederick D. 
Russell, president Security Mutual Life; 
Matthew Woll, president, Union Labor 
Life; F. H. Haviland, vice president, 
Connecticut General; Dudley Dowell, 
vice president, New York Life; Roger 
Hull, vice president, Mutual Life; Ray- 
mond C. Johnson, assistant vice presi- 
dent, New York Life, and Lawrence L. 
Lifshey, president of the association. 


Equitable Society Makes 
R. H. Weins a Vice Pres. 


Raymond H. Weins, controller of 
Equitable Life Assurance Society, has 
been appointed vice president. Mr. 
Weins joined the Equitable Society in 
1937, was made administrative assistant 
to President Parkinson two years later 
and named controller in 1945. 

He served as a major in World War I 
and in 1920 was appointed as assistant 
to John Barton Payne, chairman of the 
United States Shipping Board. Imme- 
diately prior to joining the Equitab‘e 
he served as manager of the credit 
department of the Export-Import Bank 
in Washington. 


Free Insurance 

Representative Shafer of Michigan on 
Wednesday proposed free insurance for 
the armed services and all war veterans. 
He said the Government would save 
money that way; and it would be 
cheaper than to pay out what it costs 
the Government to collect premiums. 





JOHNNY GRAPH-ESTATE 
“THE CASE FOR FG65” 
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FOR BUSINESSMEN WHO WANT A 
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PLAN THAT WILL COVER A BUSINESS 
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HEARD on the WAY 





The book about life insurance agents 
which has been written by Hubbard 
Hoover, New York magazine writer, will 
be in the bookstores about April 15. 
Title is “An Answer For Everything.” 
That covers a lot of territory, but 
Hoover knows what he is talking about 
as he was formerly an insurance agent 
and broker and he wrote for The New 
Yorker the best article about an insur- 
ance agent which has yet appeared in 
magazines of national circulation. Al- 
though he tried to hide identity of his 
subject the agent about whom Hoover 
was writing is D. H. Ward of the Union 
Central, Charles B. Knight agency, New 
York. 

Incidentally, Hoover also wrote the 
most widely quoted article on insurance 
which has yet appeared in a national 
magazine, “When Will You Be Sued?” 
which appeared in Saturday Evening 
Post, April 5, 1947, issue. In its valen- 
tine advertisement of February 12, 1948, 
published in daily papers, Saturday Eve- 
ning Post said the article “caused even 
insurance agents to take out personal 
liability policies for themselves.” It sold 
a tremendous amount of liability insur- 
ance. 

Incidentally, “An Answer For Every- 
thing” will be published by Whittlesey 
House, New York. 





The recent death of 


CLU, 


A. Monroe, 
Dallas Life 


John 
former president of 


Underwriters Association, removed a 
man for years prominent in National 
Association of Life Underwriters annual 
conventions. He first attracted attention 
as a football player in Texas and at the 
time of his death, which was from a 
heart attack, he was talking about foot- 
ach in the office of football coach Matty 
ell 


Paul F. Clark, president, John Han- 
cock, is a member of the United States 
Treasury’s recently appointed Industrial 
Advisory Committee. At a recent meet- 
ing of the committee in Washington 
with Secretary Snyder it was decided to 
concentrate upon promoting United 
States Savings Bonds sales as an anti- 
inflationary measure and for the good of 
the economy generally. 


The main committee has a member- 
ship of thirty, including Martin W. Cle- 
ment, president, Pennsylvania R. R; 
Walter D. Fuller, president Curtis Pub- 
lishing Co.; and Clarence Frances, chair- 
man of board, General Foods. 





Warren H. Smith, president of Charles 
F. Joyce Co., Inc., Buffalo, has been 
awarded the Continental Assurance 
achievement cup for outstanding sales 
performance in 1947. 


Unele Francis. 
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All Parties Agree! 





Multiple Lines Mean Prosperity 
for the Insurance Salesman... 


General American Life has the winning ticket with strong candi- 
dates on Ordinary, Group and Commercial Accident and 
. General American Life has just about every 
kind of contract. There are Life and Endowments in both Annual 
Term . . Annuities, 
single premium, immediate and deferred . 
. Pension Trusts. The General American Life man is 
the man with the plan for every insurance need... 
candidate who is likely to succeed! You're ALWAYS IN 
because you're in business ALL WAYS with 
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LIFE INSURANCE PROCEEDS 

Some cases of how insurance proceeds 
can be stretched out by beneficiaries and 
meet unusual needs are found in the an- 
nual report of President George Willard 
Smith of New England Mutual. 

The death of an Ohio man last year 
disclosed that he owned a number of 
policies on his life with a face amount of 
$177,000 on which the premiums he had 
paid approximated $83,000. Dividends in- 
creased the total amount available by 
about $9,500, so that the widow will 
receive an income of $14,666 each year 
for life. If she lives out her life ex- 
pectancy at her present age her insur- 
ance will bring a total of $329,839. 

Ten years ago a young salesman pur- 
chased a 20-year Family Income contract 
with a face amount of $2,500. Two years 
later, with the arrival of his second 
child, he acquired $7,500 additional Fam- 
ily Income and a $2,000 Ordinary Life 
policy for a clean-up fund. Double in- 
demnity in case of accidental death was 
provided in all three contracts. Last 
year this man had paid premiums of 
$3,138 when he perished in a hotel fire. 
The face of the three policies, including 
double indemnity, totaled $24,000. Be- 
cause the agent had properly coordi- 
nated this life insurance estate, taking 
advantage of liberal methods of pay- 
ments available, the widow will receive in 
monthly payments over the next thirty 


years, a total of $47,000. 


BACKGROUND MATERIAL FOR 

THE TRADE PRESS 
The service of the insurance trade 
press to the business of insurance di- 
rectly, and to the general public indi- 
rectly, was Albert E. 
Spottke, secretary, National Bureau of 
Casualty Underwriters, in his address 
before the Insurance Advertising Con- 
ference last week. 


stressed by 


Taking up the over-worked term, 
“public relations,” Mr. Spottke got down 
to facts. He said that when he spoke of 
relations of an insurance institution with 
the public he meant not only its relations 
with the public but with the other seg- 
ments of the insurance business and 
the supervising authorities. In this 
prime objective of public relations. Mr. 
Spottke sees the insurance press as the 


medium through which the objective can 
be attained. 

Mr. Spottke and his associates in the 
National Bureau have embarked on a 
new, three-point program which already 
has made its effects felt and it is not 
just a program of handouts on a move 
that already has been consummated. In 
essential elements, it embraces a _ pro- 
gram by which the company members 
of the National Bureau, through the 
medium of the insurance press, will in- 
form the producers of insurance of 
trends, of problems and of efforts made 
to solve them. It removes the surprise 
element of which producers so long 
complained; it tells them first and in- 
vites their views before action is taken. 

This program involves the furnishing 
of background, information and material 
to the trade press in order to facilitate 
the study of current problems; release 
of “previews of things to come” and, 
finally, releases of things done. 

“We in the National Bureau,” said 
Mr. Spottke, “have come to realize that 
we must use the most effective and the 
most readily available channels for tell- 
ing our story. We know the value of 
increased contacts with those in our 
business who are in touch with the pub- 
lic day in and day out, namely, the 
producers, and we know the value of 
utilizing the trade press with its special 
fitness for disseminating information, 
much of which is technical, to those en- 
gaged in our business, to think about 
current insurance problems.” 

The reason for the existence of the 
insurance press is to serve the industry 
primarily; it is, indeed, the immediate 
channel through which management and 
production forces find a common meet- 
ing ground. Such a triumvirate as de- 
picted by Mr. Spottke, of management, 
press and producers, if carried through 
all phases of the industry, constitutes 
“The Greater Vision,’ which was the 
subject of Mr. Spottke’s talk. 


Edward C. Carrier, marine manager at 
Newark, N. J., for the Aetna Insurance 
Co., is being widely commended for his 
heroism in rescuing a baby from a burn- 
ing house in Teaneck, N. J., after the 
child’s mother had rushed out, her 
clothes aflame. The mother fell asleep 
in the living room while smoking a ciga- 
rette. Awakened by the flames she 
dashed out and her cries brought Mr. 
Carrier, a neighbor, from across the 
street. He ran into the house, rescued 
the child and turned in a fire alarm. 


THOMAS E. BRANIFF 


Thomas E. Braniff, Oklahoma City, 
head of Braniff Airlines and active in 
insurance for years, is also a prominent 
figure in the National Conference of 
Christians and Jews. He was in Wash- 
ington at the ceremony when former 
Secretary of War, Robert P. Patterson, 
presented a medal and citation to Presi- 
dent Truman on behalf of the National 
Conference. 


* * * 


John P. Syme, vice president, chair- 
man of the board, and a senior officer 
of Johns-Manville Corporation, has been 
elected a director of United Medical 
service. 370 Lexington Avenue, New 
York City. 

x * & 

J. Truman Streng, second vice presi- 
dent of Massachusetts Mutual’s Detroit 
real estate office, has been elected sec- 
retary of the Detroit Real Estate Board 
for the year 1948. Mr. Streng is a well- 
known speaker in the field of real estate. 

* * 

Gregory R. Hagan, Penn Mutual Life, 
St. Paul, has been elected a member of 
the Minnesota State Advisory Commit- 
tee of the U.S. Savings Bond Division, 
Treasury Department. 

x * & 

Philip H. Gillis, a representative of the 
Northern New Jersey agency of Provi- 
dent Mutual Life, has been elected presi- 
dent of the Northern New Jersey Duke 
Alumni Association. 

* ce 


Elmer C. Moore, New York Life, 
Wichita, has been named president of 
the Wichita Community Chest. Mr. 
Moore, who has been with the Wichita 
agency for fourteen years, is a past 
president of the Wichita Life Under- 
writers Association. 

ek oe 


Emil M. Metzger, Provident Mutual 
Life, Cincinnati, has been reelected sec- 
retary of St. John’s Masonic Lodge of 
Dayton. Mr. Metzger has served in this 
capacity for more than twenty-five years. 

x ok * 

Gene Bronson, Mutual Life of New 
York, Spokane, is director of a series of 
weekly radio programs conducted by the 
public health committee of the Junior 
Chamber of Commerce. 

ar ae 

E. H. N. Dowlen of Indemnity Marine 
has been elected chairman of Institute 
of London Underwriters and A. W. 
Theobald, Ocean Marine, has been 


‘elected deputy chairman. 


W. M. Shepherd, former manager of 
the accident branch of the Caledonian 
in Paris, has joined the accident depart- 
ment of B. W. Noble, Ltd. in the 
French capital. 

ae ee 


Edward T. Lampson, secretary of the 
American Embassy in Ankara, Turkey, 
is author of a report on insurance in 
Turkey published in current issue of 
West East Insurance Magazine. 

x * x 


Barbara Ward, assistant editor of The 
Economist, addressing the Insurance In- 
stitute of London, expressed her belief 
that the Marshall Plan would assist a 
return to equilibrium if the nations of 
Western Europe were willing to cooper- 


ate. 
a 


Lucius F. Robinson, Jr., one of out- 
standing younger men in Hartford, has 
been elected president of the newly 
organized University Council of Yale. 
Chief functions of the Council, will in- 
clude the study of major constituent 
parts and activities of the university 
at close range and the development of 
plans for their support. 

a ae 


Willie Turnesa, who won the British 
amateur golf tournament, and is presi- 
dent of the All Out Manufacturing Co, 
will speak at New Jersey Special Agents 
Association’s meeting in Keuper’s Res- 
taurant, Newark, March 1. Also on 
program is R, P. Weyant, sales man- 
ager, All Out Manufacturing Co. who 
will show motion pictures made by U.S. 
Steel Corp. which compares speed and 
efficiency of dry chemical method of 
extinguishing fires with some other 
methods. 

ee 


Anthony W. Kerch has been elected 

vice president of Resolute Fire of Hart- 
ford; Wendell S. Henderson has been 
placed in charge of underwriting and 
made assistant secretary; and Everett 
M. Jess is also assistant secretary. Mr. 
Kerch, well known in accountancy cir- 
cles, is a graduate of St. John’s Uni- 
versity, Brooklyn. Mr. Henderson has 
been with Marsh & McLennan in Chi- 
cago and before that was with American 
Mutual Liability. Mr. Jess was an ac- 
count executive with a New York adver- 
tising firm and has been with General 
Accident, Aetna Casualty & Surety and 
Glens Falls Indemnity. 


* * * 


Bert A. Hedges, Kansas manager of 
the Business Men’s Assurance Co. at 
Wichita, chairman of the general 
agents’ and managers’ section of the Na- 
tional Association of Life Underwriters, 
has just retired as president of the 
Sedgwick County chapter of UNESCO, 
which was the first local organization 
of the United National Educational, 
Scientific and Cultural Organization. He 
continues as a member of the executive 


board. 
a eee 


Walter F. Meiburg, formerly secretary- 
treasurer of Guaranty Life when that 
company was reinsured by Occidental 
Life of Los Angeles in 1937 and since 
then assistant secretary of the latter 
company, has retired from active duty 
after forty-four years with the two com- 
panies. He had remained at Davenport, 
Iowa, home office location of Guaranty 
Life, where he was active in the Guar- 
anty Branch of Occidental. 

* * * 


K. L. Stockton, of the Harold D. Les- 
lie Agency, Northwestern National Life, 
has been named to fill a vacancy on the 
city council of Huntington Park, Calif. 
Head of the Huntington Park Civil 
Service Commission for some years, Mr. 
Stockton is planning to run for council- 
man.at the next regular election. 
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Ashmead Report as Public Relations 


Contact observer 
Advertising Conference with 
Board of Fire Underwriters’ public rela- 
tions committee is John Ashmead, as- 
sistant secretary, Phoenix of Hartford. 
At the IAC meeting here last week Mr. 
Ashmead told of the constant improve- 
ment in fire insurance public relations 
and he said the most significant de- 
velopment of that department of Na- 


National Board’s public relations com- 
mittee to place greater emphasis 
internal public relations in efforts di- 
rected toward reaching all categories of 
company employes 
boards and bureaus which are maintained 
For that purpose a 
staff member with extensive background 
in 1 the field of personnel administration 
In the fire insurance sec- 
tion of The Eastern Underwriter this 
week is Lic toll the names of the com- 


by the companies. 


which ee act as Psat ia with the Na. 
tional Board’s newly appeintes. advisory 


past few months has been the growing 
interest throughout the country in 


increase in reauests for literature on the 
j During the year all fire pre- 
vention literature has been revamped, 
the new material attracting most favor- 
i A principal activity of 
the department has been assistance to 
i and radio sta- 
tions in their preparation of feature 


story of fire insurance and fire safety; 


subject by radio stations. 
helpful articles in magazines of national 
circulation have appeared while radio 
broadcasts on this subject have been 


Ashmead said that the National 


budget for the year beginning April 3, 
is $750,000 of which $350,000 is 
allocated to national isi 
theme, principally fire safety, being im- 
plicated to the recommendations of Pres- 
ident Truman’s conference on fire Le 
tection held last May. Mr. 
also described the radio program. 
that the advertising agency 
now handling the National 
Fire Underwriters 


Good-bye to Sherwood’s 


One of the oldest bookstores in lower 
New York has decided to liquidate its 
This is Sherwood’s Inc., which 
has sold its en at bing 20 Beekman 





its stock of more 
has been an institu- 


Sherwood’ s with 


than 50,000 books, 























tion. 


These books have ranged in price 
from ten cents for a second-hand vol- 
ume to high priced first editions which 


it also carried in stock. It has been 
a place where insurance clerks have 
joined the hundreds browsing through 
the shelves for works on business, fin- 
ance, industry and insurance for which 
they paid prices way below the pub- 
lishers’ tariff. 
+  *-s 


Davis Leaves Index 


Alvin J. Davis has resigned, effective 
March 1, as vice president and man- 
aging editor of The Insurance Index 
and affiliated publications at Louisville, 
Ky. He has been with the Index organ- 
ization, publisher of which is James 
E. Dunne, for eleven years and now 
plans to do special ee work 
for an insurance company 

Davis joined the, Index in 1937 as edi- 
tor. In 1942 he was made vice president, 
retaining title of managing editor. He 
is a third degree member of the Knights 
of Columbus, has long served as an 
officer of the St. Joseph Orphan Soci- 
ety and is chairman of the publications 
committee and secretary of the finance 
committee of the Louisville Society of 
Turners. He is an Elk. 

Before joining The Index Davis had 
been a member of the editorial staff 
of The Courier-Journal. He began his 
newspaper career on the old Louisville 
Herald-Post, serving in various editorial 
capacities, including that of financial 
editor. 

* * &* 


Visit New Jersey and New York 


Mrs. Sarah J. Hadley, widow of the 
late B. F. Hadley, who was associated 
with the Equitable Life of Iowa and 
prior to that with The Eastern Under- 
writer, together with her son B. F. 
Hadley, Jr., general agent of the Equi- 
table Life of Iowa at Columbus, Ohio 
and her daughter Mrs. Gladys Hadley 
Goodell, of Louisville, Ky. were in 
Plainfield, N. and New York City 
last week in connection with some legal 
matters attendant to the late Mr. 
Hadley’s estate. Mrs. Hadley makes her 
home with her daughter in Louisville, 
Ky. 

el 


L. M. Gardner in Korea 


Leonard M. Gardner, former counsel, 
New York State Insurance Department, 
is with the United States Department 
of Justice in Seoul, Korea. His duties 
are described as follows: 

1. Personal liaison between courts, 
prosecutors, Prison Penal Bureau, each 
with the others and between the fore- 
going and U. S. personnel of all 
agencies of USAMGIK, ISAFIK, and 
SCAP, in matters affecting these de- 
partmental agencies; continuous per- 
sonal inspection and check of the activi- 
ties of the following courts of Korea; 
The Supreme Court, the two courts of 
appeal, the nine district courts, the 
twenty-eight branch courts, the special 


judicial officers and the prosecutor’s of- 
fices attached to each of the above- 
named courts; letters of instruction, ex- 
amination of reports, and advising Ko- 
rean officials in regard to the supervi- 
sion and operation of the Korean court 
system; recommendations regarding pol- 
icv and policy changes in reference to 
the Korean court system; all of this 
work to be performed under the super- 
vision of the attorney, courts and prison 
examining, this department. 

2. Research and study of the civil and 
criminal codes, texts, treatise, etc., of 
all nations. Analysis and evaluation of 
the comparative merits of the law pro- 
visions of each as it affects a particu- 
lar section of proposed law. Intensive 
study on the effect of each of these law 
provisions in the country wherein it has 
been in operation. On the basis of this 
research and study and with a nersonal 
knowledge of civil law, advise the draft- 
ing of proposed codes for Korea. 


ie “ee-'¢ 


William Penn 

William Wistar Comfort’s new book, 
“William Penn and Our Liberties,” is 
a timely volume written by a renowned 
educator about one of the greatest 
characters in American history, and one 
whose career is only sketchily known 
to people living outside of Pennsylvania. 
He was the Founder and lawgiver of 
Pennsylvania between 1681 and 1701. The 
book is published by the Penn Mutual 
Life in connection with its centennial 
year and “in honor of the man whose 
name the company adopted at its found- 
ing in 1847.” 

Dr. Comfort regards Philadelphia as 
having had three patrons under whose 
name and protection its business is car- 
ried on. They are William Penn, Benja- 
min Franklin and Stephen Girard. 

“These names have been chosen,” he 
said, “because of their local significance 
to Philadelphians and because they are 
synonymous with honesty, integrity and 


solidity. A glance at a telephone di- 
rectory will offer convincing evidence 
that any establishment from a_ bank, 


insurance company, club, college or ho- 
tel to that of a butcher and baker, if 
not a candle-stick maker, does business 
under the aegis of one of these remark- 
able men. Penn suggests comparative 
antiquity and Quaker integrity, Franklin 
suggests broad and practical humani- 
tarianism, and Girard suggests great 
wealth wisely bestowed. In other Amer- 
ican cities there is no parallel for the 
manner in which these three men 
monopolize the nomenclature of Phila- 
delphia’s business.” 

Yet, none of them was born a Phila- 
delphian. In 1644 Penn could not have 
been born in a city which did not yet 


exist. Franklin was born in Boston. 
Girard was born in Bordeaux, France, 
found in Philadelphia a center from 


which he could direct the creation of 
his great fortune later devoted to the 
welfare of the city. 


“The character and genius of the three 
men were very different,’ writes Dr. 
Comfort, “and our knowledge of them 
varies greatly. Franklin is the most 
popular and the best known of the 
three. He himself told us much of what 
he wanted posterity to know. He pos- 
sessed traits and qualities which endear 
him to the American, and his patriotic 
role in colonial America is impressed 
upon every school boy. He was part 
of American history in the making, 
and he is claimed by the entire country. 
Girard is far more local in importance, 
but several recent biographies have re- 
vealed the character of this strange for- 
eigner, the generous disposition of whose 
vast estate has brought the blessing 
of education to generations of Phila- 
delphia boys. 

“Popular knowledge of Penn suffers 
from the fact that he lived so long 
ago in a social and political arena which 
is quite beyond our ken. He was a man 
of the seventeenth century as Franklin 





was of the eighteenth and Girard essen- 
tially of the nineteenth. That fact makes 
a good deal of difference. We cannot see 
Penn as he looked when he first sailed 


up the Delaware in the “Welcome” in 
1682 at the age of 38. On the other 
hand, thanks to the State’s reconstruc- 


tion of Pennsbury Manor on its original 
lines we can see now how Penn the 
Quaker country-gentleman and governor 


lived near Bristol on the Delaware 
River. Moreover, the little house, now 
removed to Fairmount Park, is also 


a reminder of the domestic life in the 
early years of Penn’s town. Besides 
correspondence and legal documents, 
Penn left 2,000 folio pages of’ religious. 
moral and political treatises, to be found 
now only in large libraries. Franklin 
wrote less but very signific: antly. Girard 
wrote for posterity not at all.” 


The average persons “in the street,” 
despite his writings, knows only that 
there is a statue of William Penn on the 
City Hall, that he was a Ouaker and 
that he founded Pennsylvania. 

William Penn’s father was a 
guished admiral in the British 
was later knighted. He 
under two Stuarts, Charles II and James, 
Duke of York. His friends were the 
leading men of England. 


distin- 
Navy who 
had served 


Penn was taught by private 
and entered Christ Church at 
later being educated in France. 


tutors 
Oxford, 
Return- 


ing to England he studied law for a 
time. He first heard of, and was fasci- 
nated by, the Quakers in 1667 at which 
time he decided to associate himself 
with them. As a result of attending reli 
gious meetings, then unlawful, he was 
arrested sieanath quickly released be- 
cause of his high connections. Then for 
two decades as a Quaker he fought 
intolerance and persecution. 

When the admiral died he left Wil- 
liam £1,500 a year in rents from his 
estate, and, also, the right to collect, 
if he could, £16,000 owing the admiral 
by the Crown, a debt for unpaid salary 
and for money advanced with accumu- 
lated interest. By 1681 nothing had been 
paid, but the crown still acknowledged 
the debt. The Duke of York had given 
to Lord Berkeley a grant in “West 
Jersey,” America, and Penn was ap- 


pointed the principal trustee to admin- 


ister the interest of two one to 
whom Berkeley had sold ‘the grant 
Penn drew up a constitution aan as 


“The Concessions and Agreements of the 
Proprietors, Freeholders and Inhabitants 


of West Jersey in America.” Because 
this constitution furnished a_ liberal 
religious spirit which could not be 
found anywhere else in world he came 


to America. 
debt, 

The constitution provided libertv as 
men and Christians; and also that “they 
may not be brought in bondage but only 
by their own consent.” It put that power 
in the people so they could meet in 
assembly, make and repeal laws, chose 
a governor or commissioner with twelve 
assistants to execute the laws of their 
pleasure. “No man to be arrested, con- 
demned, imprisoned or molested in his 
estate of liberty, but by twelve men 
of the neighborhood; no man to lie in 
prison for debt; no person to be called 


The crown, because of the 
consented to his going. 


in question or molested for his con- 
science, or for worshipping according 
to his conscience,” it said. He became 
governor of the colony and lawgiver and 
his great seal of 1699 bore the words 
Mercy, Justice, Truth, Peace, Love, 
Plenty. What is now Pennsylvania was 


a part of the grant. 

Penn’s attitude towards the 
was a good illustration of his 
istration and also how deep was his 
manifestation of Spake philosop! iy. His 
early project for the trial of Indians 
by a mixed jury of w whites and natives, 
his provision for three arbitrators at 
each county court, his proposal in 1693 
for a European congress of nations 
which should settle disputes through 
arbitration, and his plan for the union 
of the colonies in 1697 are described 
as “interesting stepping stones towards 
the peaceful international settlement of 
international disputes.” 


Indians 
admin- 
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Public Relations 
Advisory Group Formed 


WILL AID NATIONAL BOARD 


Representatives of 16 Organizations in 
Fire Field on Group; John A. North 
Will Be Coordinator 

Formation of a public relations advis- 
ory group, comprising representatives of 
sixteen organizations in the fire insur- 
ance field, is announced by the National 
Board of Fire Underwriters. Purpose of 
the group is to utilize the best trained 
men in the insurance organizations and 
the companies to assist in carrying out 
the expanded public relations program of 
the National Board. 

Chairman and coordinator of this 
groun will be the chairman of the 
“Guiding Committee,” the sub-committee 
which has power to act on behalf of the 
public relations committee of the Na- 
tional Board between the regular month- 
ly meetings. John A. North, newly ap- 
pointed executive vice president of the 
Phoenix of Hartford, is chairman of the 
guiding committee. Either Mr. North 
or Walter F. Beyer, vice president of 
the Home and chairman of the National 
3oard’s public relations committee, will 
serve as chairman of any special sub- 
committee or “task forces” which may 
be designated from the advisory group 
to deal with any specialized problem 
in public relations. 

Organizations in Group 

Organizations which have accepted in- 
vitations to be represented in the new 
advisory group are as follows: 

American Association of Insurance General 
Agents. 

Board of Fire Underwriters of the Pacific. 

Eastern Underwriters Association. 
Adjustment Bureau. 

Advertising Conference. 
Association of Casualty and Surety 


General 

Insurance 

National 
Agents. 

National Association of Insurance Agents. 

National Automobile Underwriters Association. 

South-Eastern Underwriters Association. 

Texas Insurance Advisory Association. 

Underwriters Adjusting Company. 

Underwriters’ Laboratories, Inc. 

Western Actuarial Bureau. 

Western Adjustment and Inspection Company. 

Western Insurance Bureau. 

Western Underwriters Association. 

Heretofore officers, managers and pub- 
lic relations representatives of the re- 
sional associations have met each vear 
with the officers and public relations 
committee members and representatives 
of the National Board for discussion, _ 

In view of the expanded activities of 
the regional associations in public rela- 
tions, the managers and public relations 
men of regional associations will join 
the expanded advisory group in consid- 
ering the public relations program from 
year to year, instead of in separate 
meetings, as in the past. Their experi- 
ence in active participation in public 
relations work for years will be of in- 
calculable value in the larger advisory 
group. 

It is intended that this larger advisory 
group will meet at least once a year, 
probably in the Fall—October or No- 
vember—so that there will be time be- 
fore the beginning of the National 
Board’s new fiscal vear to put into 
program form the public relations poli- 
cies discussed. 


JOINING LOUISVILLE AGENCY 

Kenneth A. Dick, special agent in 
Kentucky for the N ational of Hartford, 
under State Agent W. P. Huffman, since 
1941 except for two years in the Federal 
service, will join the Barret, Robinson, 
Dickey & Swope agency of Louisville 
on March 15 as a junior partner. 


Glens Falls Group 
Premiums Rise 9.2% 


19447 TOTAL WAS — $39,313,000 
Fire Companies’ Premiums Were up 
14%: Admitted Assets of Glens Falls 


$48,658,884; Indemnity Co. Gains 


Net premiums written during 1947 by 
the Glens Falls, Glens Falls Indemnity 
and Commerce Insurance Company to- 
taled $39,313,148, an increase of $3,316,231 
or 9.2% over the preceding year, accord- 
ing to the reports of G. P. Crawford, 
president of the fire companies, and 
G. D. Mead, president of the casualty 
company, which were submitted to the 
boards of directors at the quarterly 
meeting held on February 20. 

The board approved the payment of 
the usual quarterly dividend of forty 
cents a share on the capital stock of 
the Glens Falls, payable on April 1 to 
stockholders of record March 11. 


Glens Falls Figures 


The Glens Falls ended 1947 with net 
written premiums of $21,421,190, an in- 
crease of a little more than 13.8%. Its 
unearned premiums were increased by 
$2,525,069 to a total of $18,322,070. An 
increase in total admitted assets of $11,- 
303,844 over the year 1946 brought the 
figure of $48,658,884. Net earnings, after 
taxes, showed a profit of $401,530 as 
compared with a loss of $177.675 re- 
ported for the previous year. Surplus 
December 31, 1947, was $14,982,745 while 
surplus to policyholders was $19,837,739. 

An additional 150,000 shares of Glens 
Falls stock, having a par value of $5 
per share, was sold in October, 1947 to 
increase the companies’ working funds. 
This produced $5,124,765 of additional 
net canital funds to the Glens Falls 
Group. 

The Glens Falls Indemnity ended 1947 
with net written premiums of $14,111,- 
748, an increase of 1.8%. Its unearned 
premiums were decreased by $125,914 to 
make a total of $6,371,851. An increase 
in total admitted assets of $4,148,254 over 
1946 brought the figure to $28,033,096. 
Net earnings, after taxes, showed a 
profit of $868,356 as compared with a 
loss of $98,431 reported for the nrevious 
year. Surplus December 31, was 
$7,052,266 while surplus to policyholders 
was $8,401,109. 

The Commerce ended 1947 with net 
written premiums of $3,780,210, an in- 
crease of 13.8%. Its unearned premiums 
were increased by $424,681 to a total 
of $3,173,063. An increase in total ad- 
mitted assets of $1,917,288 over 1946 
brought the figure to $9,486,156. Net 
earnings, after taxes, amounted to $177,- 
029 as compared with $17,806 reported 
for the previous year. Surplus Decem- 
ber 31, 1947, was $3,525,945 while sur- 
plus to policyholders was $4,913,563. 


20 Presidents of Big 
Industry Thank Co. 


ECHO OF AMERICAN’S ADS 


Wrote After Seeing Space Devoted to 
Communications Industry; John 
Cosgrove’s Talk to Ad Man 


John Cosgrove, public relations di- 
rector, American Insurance Group, New- 
ark, described those companies’ public 
relations for the local agent in a talk 
before the Insurance Advertising Con- 
ference here last week. He declared 
that all of the American’s advertising, 
home office publications and home office 
inter-relations, were slanted to empha- 
size what local agents are doing in help- 
ing to protect the free enterprise sys- 
tem. 

Mr. Cosgrove showed the IAC copies 
of American Insurance Group’s adver- 
tising in magazines of national circula- 
tion; its trade paper ads, the pieces of 
direct mail sent out in folders monthly 
to agents, the company’s new publica- 
tion for employes, “Life At American”; 
its Famous Facts in American History; 
its articles of special interest to women 
(written exclusively for American Insur- 
ance Group by Virginia Parsons); and 
also sample articles on “Safety and In- 
surance,” appearing serially in one of the 
insurance publications with copy pre- 
pared by the American. 

Country’s Great Industries Played Up 


The advertisements of American In- 
surance Group in magazines of national 
circulation play up the country’s great 
industries which have grown to their 
present magnitude because they are able 
to progress through our system of pri- 
vate and free enterprise. Agents and 
brokers are the medium through which 
the industries buy their stock company 
protection, and the fact is emphasized, 
too. The January advertising featured 
the communications industry, such as 
the telephone, and telegraph companies. 
The American received twenty individual 
letters from the heads of communica- 
tions’ corporations, expressing apprecia- 
tion for the January advertisements and 
thanking the company for their appear- 
ance. February advertisements in na- 
tional magazines will have steel fea- 
tured; in March it will be oil; in April, 
railroads; in May, newspapers. Later, 
will appear advertising about the banks, 
manufacturing enterprises and other key 
industries, all of which have had their 
development in a country where rewards 
are given for initiative. 

“We must never lose sight of the im- 
portance of the insurance agent or the 
broker and the insurance company’s spe- 
cial agents,’ said Mr. Cosgrove. “The 
producer is always on the job; he is the 
man the insured consults; he is the one 
who is constantly watchful that the cov- 
erage is protective. When a loss occurs 
he is quickly on the scene to assist the 
client. Our company permits a_ local 
agent to sign a loss draft and its receipt 
not only demonstrates the agent’s help- 
fulness but also that a national institu- 
tion goes effectively into action in carry- 
ing out a contract.” Mr. Cosgrove like- 
wise praised the work of the special 
agents and what they do in bettering 
public relations for fire insurance.” 
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IAC DIRECT MAIL BOOKLET 


Conference Accepts Holt’s Suagestion 
That Job Be Prepared; Its Value to 
Companies and Agents Stressed 

The constructive suggestion was made 
by F. Sidney Holt, superintendent of 
publicity, Aetna Fire Group, a: last 
week’s Insurance Advertising Confer. 
ence meeting in New York that a book- 
let on direct mail advertising be pre- 
pared by the IAC for distribution to 
agents through the medium of member 
companies. This suggestion met with 
complete approval and Clark W. Smithe- 
man, North America Companies, presi- 
dent of the conference, passed it along 
to the agents’ service committee which 
will be charged with the responsibility 
of engaging a direct mail expert to pre- 
pare the booklet. 

In submitting his idea Mr. Holt said 
that the proposed booklet should con- 
tain information helpful to agents such 
as (1) how to prepare a mailing list; 
(2) how to follow up inquiries; (3) sam- 
ple sales letters that have produced re- 
sults. After studying the booklet agents 
would be in a better position to know 
what to expect in returns from a direct 
mail campaign. In fact, said Mr. Holt, 
they should be instructed to read the 
booklet before sending out sales material, 

He proposed that the IAC offer the 
booklet to companies at 50 cents to $1 
per copy. 

Mr. Holt’s biggest point in urging 
action on the project was that a clearer 
understanding of direct mail advertising 
on the part of agents would mean a 
considerable saving to the companies in 
printing, supplies and postage. 


COMMISSION: CUTS DELAYED 


Agents in Mid-Western Field Tell 
NAIA Not All Insurers Are Putting 
Reductions in Effect 
Meeting in Chicago over the week- 
end, a regional conference of state as- 
sociation representatives of the National 
Association of Insurance Agents weighed 
problems confronting insurance. Pre- 
sided over by John C. Stott, Norwich, 
N. Y., NAIA vice president, the insur- 
ance leaders present at the Palmer 
House included more than fifty state 
officers from seventeen of the eighteen 
states in the Western Underwriters 
Association and Rocky Mountain Un- 

derwriters Association territories. 

“Reports from practically every state 
indicated that many companies are tak- 
ing no action on proposed commission 
reductions in the fire insurance field,” 
Mr. Stott said, “and others which had 
previously announced reductions have 
now withdrawn or postponed contem- 
plated action. It was brought out that 
the indecision on the part of company 
executives was more widespread than 
heretofore reported. In view of this 
situation, the state association officers 
present, asked by unanimous vote, that 
the executive committee of the NAIA 
immediately make an effort to seek con- 
ference with fire insurance company of- 
ficials on an industry-wide basis looking 
toward a_ reasonable, equitable, and 
speedy solution of the commission prob- 
lem. 

“Furthermore, it was the unanimous 
opinion of the group that the policy of 
some companies seemed to be on the 
basis of treating agents as employes, 
whereas in other matters agents have 
been considered as either partners or 
independent contractors. The group in 
attendance at the meeting maintaine 
that the agents of this country are 
independent contractors,” Mr. Stott 
emphasized. 

“The executive committee was asked 
to explore the gossibility of drafting 4 
standard agency contract which woul 
preserve for each individual agent the 
inherent right to negotiate his commis- 
sions,” Stott concluded. 
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Lower New York Helps 


In Hospital Campaign 


Beekman-Downtown 1948 Maintenance Fund Has Strong 


Business, Industry and Professional Committee; 


Frank A. Christensen Fund Chairman 


\ strong organization for the Beek- 
man-Downtown Hospital 1948 Mainte- 
nance Fund, consisting of many notable 
figures in the lower New York sector, 
is engaged in the campaign for reaching 





Fund Chairman 








FRANK A. CHRISTENSEN 


the objective of $200,000. Chairman of 
the 1948 Maintenance Fund—and he was 
also chairman of the successful 1947 cam- 
paign—is Frank A. Christensen, presi- 
dent of America Fore Insurance Group. 
Representing insurance on the business, 





| Hospital Director 





HAROLD V. SMITH 


industry and professional committee 
chairmen, is H. C. Conick, United States 
manager of Royal-Liverpool Group. 
Insurance men on board of directors of 
Beekman-Downtown Hospital, in addi- 
tion to Mr. Christensen, are Harold V. 
Smith, president of Home and affiliated 
companies, and Courtlandt Otis, vice 
president of Johnson & Higgins. 

Beekman-Downtown Hospital, located 
at Beekman and Water Streets, sends 
its ambulances as far north as Canal 
Street and as far South as the Battery. 
Beekman Hospital was opened twenty- 
six years ago and in 1945 it was com- 
bined with the Downtown Hospital. It 
is one of the most efficiently run hos- 
pitals in the city with a large staff of 
physicians. Continuous emergency and 
health protection are furnished in one 
of the largest and most intensified popu- 
ee in the nation. This includes the 
inancial and insurance centers with 
their thousands of employes. while 
many in downtown New York go for 
months without witnessing or noting any 
event which would make hospital service 
necessary they never know when such 
service may be in demand. This is 
demonstrated by the fact that during a 
twelve months’ period ambulances made 
6,549 calls and there were 19,152 emer- 
gency treatments. In addition 16,866 X- 
Ray exposures were made and there 
were 22,544 laboratory tests and 39,000 
physiotherapy treatments. Despite in- 
creasing costs and shortages in trained 
personnel the hospital has maintained 
the high standards that are in keeping 
with the community it serves. 

When the hospital was started more 
than a quarter of a century ago Howard 
S. Cullman became president and still 
holds that office. Chairman is Elisha 
Walker. Treasurer is Harvey D. Gibson. 
Dr. Robert H. Kennedy is surgical di- 
rector and Dr. Marsh McCall is medical 
director. 

The Committee Chairmen 

Chairmen of the business, industry 
and professional committee follow: 

Accountants: D. F. Houlihan, Price, Water- 
house & Co. 

Advertising and Publications: Emmett Cor- 
rigan, Albert Frank-Gueniher Law, Inc. 

Commercial, Savings Banks and Trust Com- 
panies: Frank K. Houston, Chemical Bank & 
Trust. 

es ey Leonard Jacob, II, Interna- 


tional Tel 
Department and Retail Stores: Ralph D. 
Herbert Bye, Parsons 


Schneider, Broadstreet’s, Inc. 

Drug and Chemical: 
Imports & Plymouth Organic Laboratories. 
: Food: William S. Masius, Seeman Brothers, 
ne. 

Foundations: 
Brothers. 

Heavy Industry: C. W. Pomeroy, Westing- 
house Electric Corp. 

Insurance: H. C. Conick. 

Jewelry: M. W. Townsend, Handy & Har- 
man. 

Lawyers: Gen. Boykin C. Wright, Shearman 
& Sterling & Wright. 

Leather: Robert E. Binger, Allied Kid Co. 
Maritime—Export-Import: C. Waller Barrett, 
North Atlantic & Gulf S.S. Co. 

Metals: Walter C. Bennett, Phelps Dodge re- 


fining Corp. 
R. Francis J. Sorg, 


Paper and Printing: 
B. I. Graves, Tide Water Asso- 


Howard S. Cullman, Cullman 


Sorg Printing Co. 
Petroleum: 
ciated Oil Co. 
Produce: Charles Crofton, Leval & Co. 
Restaurants, Bars, Grills: Victor Withstand- 
ley, National Distillers. 
Securities: Joseph A. Thomas, Lehman 
Brothers. 
Textile: Ridley Watts, Jr.. Montgomery Tex- 


tiles, and Frank F. 
Cottons, Inc 
Tobacco: 
The hospital is planning to erect a 
new building in William Street between 


Mountcastle, Southeastern 


Howard S. Cullman. 


| Insurance Chairman 











~ 


H. C. CONICK 


Beekman and Spruce. This will be ne- 
cessary to meet the great need for addi- 
tional space and facilities for serving the 
vast daytime and resident population of 
the district. Detailed working drawings 
and specifications are in process of com- 
pletion. 
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Subrogation Rights on Payment 


Under a Union Mortgage Clause 


In 1924, Evaline C. Ward, owner in fee 
of a tract of land in Randolph County, 
W. Va., with the improvements thereon, 
together with her husband mortgaged 
the property to a bank to secure a loan 
of $2,500. The mortgagors bound them- 
selves to insure and keep insured the 
improvements for at least $800. The pol- 
icy to inure, in case of fire, to the bene- 
fit of the mortgagee bank. 

The mortgage was recorded, the policy 
obtained, and in 1928 the mortgagor and 
her husband by deed duly recorded, 
conveyed the property subject to the 
mortgage, to W. Stalmz iker, the latter 
agreeing to pay the bank’s debt and to 
support the mortgagor and her husband 
during their lives. A vendor’s lien was 
retained in the deed to Stalmaker to 
secure both the bank’s indebtedness and 
the maintenance and support of the 
Wards. 

Union Mortgage Clause in Policy 

On November 2, 1931, the improve- 
ments were destroyed by fire. In Oc- 

. tober, 1930, the Fire Association of 
Philadelphia, in ignorance of the deed 
of 1928 by the Wards to Stalmaker, 
issued a three-year policy for $1,000 on 
the property, containing a sole owner- 
ship clause and a “mortgagee clause with 
full contribution” better known as a 
“union mortgage clause” providing for 
subrogation rights to the insurance com- 
pany. 

The insurance company brough a suit 
to enforce its rights under the union 
mortgage clause and the fire policy. 
It was held that the insurance company 
was not liable under the policy to the 
mortgagor, but it was liable to the 
mortgagee and when it — the loss to 


the mortgagee it was subrogated to the 
mortgagee’s rights under the mortgage. 
A person taking out a policy must have 
an insurable interest in the subject mat- 
ter, or the policy is void. Another gen- 
eral rule is that a fire insurance policy 
is considered to be void in case of any 
misrepresentation whatever. 

“A mortgagor of property has an in- 
surable interest therein, to the extent 
of its full value. * * * The mortgagee 
bank had an interest by virtue of its 
mortgage and note to the extent of the 
balance due it from the mortgagor; * * * 
the mortgagor not owning the land or 
improvements thereon at the time of the 
issuance of, the policy, the insurance 
company was justified in denying lia- 
bility to her under the policy. 

“Yet, as stated, the mortgagor did 
have an insurable interest sufficient to 
support the independent contract under 
the union mortgage clause, and there- 
fore, the bank’s claim thereunder was a 
valid one, for which the insurance com- 
pany was liable. 

“The latter having made payment to 
the mortgagee bank, is entitled, under 
the terms of the union mortgage clause, 
to subrogation to the bank’s rights under 
the mortgage. * * * The union mortgage 
clause of the policy has been held by 
this court to be a separate contract for 
the benefit of the mortgagee. 

“And the fact that the policy was void 
as to the mortgagor, Evaline C. Ward, 
did not vitiate the effect of the clause 
in so far as the respective rights and 
obligations of the bank and the insurance 
company are concerned.” Fire Associa- 
tion of Philadelphia v. Ward, West Vir- 
ginia Supreme Court of Appeals, 42 S. 
Ib, 20-743, 





Glens Falls Field Changes 
In Missouri and Nebraska 


The Glens Falls and Commerce Cos. 
have announced division of Missouri 
into two territories. Edward M. Garlich 
will be in charge of the city of St. Louis 
and St. Louis County, while Frank J. 
Weber will handle the remainder of the 
state with the exception of Kansas City. 
Mr. Garlich is a Glens Falls veteran of 
twenty-five years standing, having been 
a special agent in Missouri throughout 
this period. Mr. Weber has been a spe- 
cial agent associated with Mr. Garlich 
for the last two years. Prior to this he 
was a rating engineer. ; 

C. R. Eberly has been appointed as 
special agent for Nebraska. He is re- 
placing Special Agent Gordon M. Beals 
who has resigned to become associated 
with a general agency. Mr. Eberly has 
had twelve years’ experience with the 
Wisconsin Rating Bureau, has served 
for several years as an engineer and 
special agent with another group of com- 
panies, and has been a special agent and 
engineer for the Glens Falls Companies 
in Indiana for the last two years. 


COMMUNITY FIRE SAFETY 


The President’s Conference on Fire 
Prevention last week released a booklet 
entitled “A Guide to Community Organ- 
ization for Fire Safety,” as an incentive 
to the establishment of an effective fire 
safety committee at the local level. The 
booklet stresses the importance of local 
responsibility for fire safety, and points 
up the desirability of having responsible 
public officials identified with the local 
committee organized by the chamber of 
commerce and other civic groups. It 
recommends, however, that the chairman 
should be a private citizen in order to 
avoid any possible political implications. 
Every organized civic group should be 
included on the committee, the booklet 
declares. 








Norwich Union Executive 
Changes Made in Canada 


J. E. Haskins, Canadian manager of 
the Norwich Union Fire, announces a 
number of important executive changes 
within the company, chief of which is 
retirement on pension of Assistant Man- 
ager F. W. Lamont. 

Named assistant general manager is 
C. C. Paull, and J. B. McPherson has 
been named accident superintendent with 
J. J. Finerty fire superintendent for 
the group in Canada. 

Mr. Paull has been an assistant man- 
ager for the group for seventeen years, 
having worked his way up from a cleri- 
cal position. With the company since 
1920 Mr. McPherson has been chief 
clerk of the accident branch for twenty 
years. Mr. Finerty started as a junior 
with the company. Mr. Lamont has been 
oo with the Norwich Union since 
( 


AAU KANSAS CITY OFFICE 





J. Robert Chapman Manager of New 
Office Providing Additional Facili- 
ties for Agents and Brokers 

As part of its policy to provide addi- 
tional facilities and service for its agents 
and brokers, Associated Aviation Under- 
writers announce opening of an office in 
Kansas City, Mo., on February 2. In 
making the announcement, Daniel deR. 
M. Scarritt, manager, explained that it 
had been contemplated for some time 
that Associated Aviation would open an 
office in that city to service accounts in 
Missouri (except St. Louis), Kansas and 
Nebraska. 

The manager of the new Kansas City 
office will be J. Robert Chapman, who 
joined Associated Aviation upon his re- 
lease from the Navy. Mr. Chapman is 
not a stranger to Kansas City, having 
spent considerable time there before the 
war as an employe of Marsh & McLen- 
nan. 

Mr. Chapman was graduated from 
Dartmouth College in 1921 following 
which he devoted his time to the invest- 
ment, advertising and publicity trades. 
He joined Marsh & McLennan in 1935 
as a solicitor and, although making his 
headquarters at the Chicago office, han- 
dled accounts throughout the middle 
western and western states. Mr. Chap- 
man was called to active duty with the 
Navy in September, 1942, and during the 
war was head of the Instrument Flight 
Training section as Deputy Chief of 
Naval Operation (Air) at Washington. 
He retired from the Navy in December, 
1947, 

The new Associated Aviation office 
will be located at 916 Walnut Street. 


National Board Meets 
On McCullough Report 


Members of the National Board of 
Fire Underwriters held a special meeting 
in New York last week to present their 
views to a subcommittee of the law 
committee studying the McCullough re- 
port on the 1921 standard profit formula 
for fire insurance. The subcommittee’s 
views on determination of underwriting 
profits will be submitted to the full com- 
mittee shortly. The McCullough report, 
issued by the New York Insurance De- 
partment, recommends withdrawal of ap- 
proval of the 1921 formula and prepara- 
tion of a new one which would to some 
extent include investment returns in the 
determination of insurance profits. 

President J. M. Haines of the Na- 
tional Board presided at last week’s 
meeting, Frank A. Christensen is chair- 
man of the subcommittee. 


NEW HAMPSHIRE DIVIDEND 


Directors of the New Hampshire Fire 
have declared a dividend of fifty cents 
a share payable April 1 to stock of rec- 
ord March 8 


Coinsurance Requirement Upheld 


Action was brought on a fire policy 
containing the New Jersey Standard 
Percentage Co-insurance Clause to re- 
cover the difference between $25,000, the 
face amount of the policy, and $16,333, 
which the plaintiff was actually paid 
thereunder. Under the clause mentioned 
the amount of payment under the policy 
was reduced because the total amount 
of insurance on the damaged premises— 
$150,000—was less than 80% of $236,671, 
which had been determined in the course 
of the adjustment, to have been the 
sound value of the building as of Feb- 
ruary 27, 1944, date of the fire. 

The insured contended that the insur- 
ance company had valued the property 
at $174,865 in a letter of October 23, 
1941. The court said: 

“It is a matter of common knowledge 
that the replacement value of a building 
is subject to fluctuation, and it is equally 





well known that building replacement 
costs did actually rise appreciably be- 
tween October 23, 1941, and February 
27, 1944.” 

The insurance company could not ex- 
pect that the insured would continue to 
rely on the October 23, 1941, valuation 
for an indefinite period of time, or until 
the insured was advised of a change 
therein; “on the contrary, the defend- 
ant, as a reasonable insurer, was cer- 
tainly entitled to expect that the plain- 
tiff, as a reasonable property owner, 
would realize that the valuation of the 
property would necessarily vary with 
subsequent changes in economic condi- 
tions.” 

Judgment was therefore entered in 
favor of the defendant. Friel v. Na- 
tional Liberty Ins. Co..of America, Fed- 
eral District Court for Eastern Penn- 
sylvania, 71 F. Supp. 761. 





JANUARY FIRE LOSSES RISE 


Total of $63,010,000 in United States 
10% Over Same Month Last Year; 
12 Month Figure Is $698,465,000 


Destruction by fire of property and 
resources in the United States during 
January totaled $63,010,000, according to 
estimates of the National Board of Fire 
Underwriters. This fire loss is an in- 
crease of 10.2% over the loss of $57.- 
180,000 in January, 1947, and a decrease 
of 7.8% from losses of $68,361,000 rec- 
orded in December, 1947. 

January’s fire damage brings the to- 
tal for the past twelve months ending 
January 31 to a record breaking $698,- 
465,000, the greatest destruction ever re- 
corded in a twelve-month period by the 
National Board. This exceeds by $5,830,- 
000 the record fire loss of $692,635,- 
000 for 1947, which was the highest 
annual loss in U.S. history. 

This twelve-months loss of $698,465,- 
000 is 23% greater than the fire destruc- 
tion for the similar twelve-month period 
ending January 31, 1947. 

These estimates are based on the ac- 
tual fire losses paid by the capital stock 
fire insurance companies which are 
members of the National Board and in- 
clude an allowance for uninsured and 
unreported losses, 





Illinois Special Agents 
Named by National Group 


Carl H. Sachs, Jr., has been appointed 
special agent in Illinois to replace Spe- 
cial Agent W. D. Voorhees who is be- 
ing transferred to the Michigan field, and 
Elmer U. Dearstine has been appointed 
special agent in northern Illinois to re- 
place Special Agent W. H. Buesching 
who is being transferred to the National 
Fire Group’s Springfield, IIl., office. 

Mr. Sachs graduated from the Illinois 
Institute of Technology, formerly Ar- 
mour Institute of Technology, and was 
an inspector for the Missouri Audit and 
Inspection Bureau for three and one- 
half years prior to his employment with 
the National Fire Group. He joined the 
National in 1937 as special agent in Wis- 
consin and was transferred to the Michi- 
gan field in 1941. In February, 1947, he 
was transferred to Chicago as an under- 
writer in the brokerage department. 

Mr. Dearstine entered insurance in 
1929 and was advanced to the position 
of underwriter and later to special 
agent prior to joining the National Fire 
Group as an underwriter in the farm 
department of the Western department 
office in January, 1 

Mr. Buesching was employed in the 
Western department office of the group 
as a farm underwriter for nine years 
prior to entering the armed service in 
1941. In 1946, he was given training in 
the fire, automobile, and inland marine 
departments and then assigned to the 
northern Illinois field as special agent. 


Booklet on Protection 


For Wellways Issued 


A sixteen-page illustrated booklet on 
“The Exhaust-Water Spray Fire Pro- 
tective System for Wellways,” which 
describes in detail this new method of 
combatting spread of fire and fumes 
through burning buildings, has _ been 
published jointly by Otis Elevator Co., 
Westinghouse Electric Corp. and Grin- 
nell Co., Inc. 

The three firms cooperated in de- 
veloping the technique, using an ex- 
haust system and curtain of water, and 
in staging demonstrations this past year 
before-fire prevention experts, construc- 
tion engineers, department store execu- 
tives, fire chiefs, and municipal building 
authorities, as well as a group of news- 
paper and magazine editors and. writers 
from many sections of the country. 

The booklet points out that principal 
killing agents accompanying fires in 
buildings are super-heated air and toxic 
gases. Unless adequately protected, el- 
evator hoistways and the wellways of 
moving stairways provide an ideal means 
for the rapid spread of flames and toxic 
fire gases. 
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MANSION 
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Of a Tra 











OLF packs ranged the woods and 

the rocks swarmed with rattle- 
snakes 300 years ago in the region where 
the Bartow Mansion now stands in New 
York’s Bronx County. Harried settlers 
offered a bounty of twenty shillings “‘for 
every grown wolf killed by a christian 
but only half as much when it was de- 
stroyed by an Indian” and decreed that 
“one day every spring be improved for 
the destroying of rattlesnakes.” Even 
more deadly than these natural enemies 
of man were hostile Indian tribes. 

To this harsh country came Anne Hut- 
chinson, vainly seeking a “Land of 
Peace” after religious persecution, but 
marauding savages killed her and all her 
family except for one little girl. Accord- 





Graceful staircase, one of wany inventive detajls. 





ing to legend, 
this sole survi- 
vor of the mas- 
sacre was taken 
by the Indians 
and later mar- 
ried a chief. 

Today, in a 
community of suburban homes and 
apartment houses, modern parkways 
have replaced the trails of the long-van- 
ished Indians. In the words of an old 
chief, “Your Empire State was once 
laced by our trails, trails that we have 
trod for centuries, trails worn so deep 
by the feet of the Indian that they be- 
came your roads of travel.” 

In Pelham Bay Park in the northern- 
most limits of New York City the Bartow 
Mansion marks, in a figurative sense, the 
end of a trail leading back to many fam- 
ilies who figured prominently in the 
region’s history, principally the Bartows 
and the Pells. 

In 1654 Thomas Pell purchased 9,000 
acres from the Indians and became first 
Lord of the original Manor of Pelham, 
comprising the present Pelham Bay Park 
and many nearby towns. Tradition has 
it that the deed of purchase was signed 
by the Indian chief who married 
Anne Hutchinson’s daughter. A 
granddaughter of this union later 
married Thomas Pell, third Lord 
of the Manor, from whose eleven 
children many of the Pell family 
trace their descent. FIRE 


Dining room, like the home's exterior, follows Grecian style of architecture. 
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This third Lord’s grandson, John Bar- 
tow, bought the manor house in 1790. 
Aaron Burr, who had married the former 
Theodosia Bartow, was one of many 
famous guests entertained there by the 
wealthy and influential proprietor. In 
1836 John’s grandson, Robert Bartow, 
acquired the estate and built the present 
house which remained in the family’s 
possession till 1888 when New York 
City purchased it’ for park development. 

Restored and refurnished in the orig- 
inal period through the efforts of the 
International Garden Club, the beauti- 
fully proportioned mansion now stands 
as one of the few remaining links with 
the region’s past. 

The Home, through ils agents and 
brokers, is America’s leading insurance 
protector of American Homes and the 
Homes of American Industry. 
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General committee for Pittsburgh Insurance Day, seated left to right: Wallace 
M. Reid, chairman finance committee; George F. Avery, president insurance club; 
A. M. Eckert, general chairman of I-Day; C. H. Whelan, chairman ticket committee. 

Standing left to right: Edward A. Logue, chairman arrangements committee; 
Charles H. Bokman, chairman committee on educational conferences; Charles H. 
Kahrs, chairman sergeants at arms; Paul P. Trimbur, chairman committee on 
luncheon and dinner programs; Norbert H. Weidner, chairman reception committee. 

The general committee for the twenty-second annual Pittsburgh Insurance Day 
is now hard at work. This event will be sponsored on Monday, April 5, at Hotel 
William Penn by Insurance Club of Pittsburgh. A. M. Eckert of the Commercial 
Union Group is ‘general chairman and Bess M. Snyder has returned to the club to 
be the I-Day executive secretary again. 





100 Bank Agents Attend 


School in Minneapolis 
More than 100 insurance agents repre- 
senting bank agencies in four states have 
just completed a two-day school in 
Minneapolis, sponsored by the First 
Service Corp. with which the banks are 
affiliated. All phases of insurance were 
covered in panel discussions led by a 
group of insurance os 
These included R. Hayes, Crum & 
Forster; Nick ee yee H. J. Clough, 
America Fore; George Maxwell and a 
William Lessering, Fireman’s Fund; D. DUCKWORTH AWARDED MEDAL 
W. Swanson, R. H. Bancroft and J. N. T. A. Duckworth, personnel director of 
Campbell, St. Paul Fire & Marine; Employers Mutuals of Wausau, Wis., 


Home Review Class March 2 


The next review class to be conducted 
by the Home Insurance Co. for prospec- 
tive brokers and agents will be held on 
Tuesday evening, March 2, from 6 to 
9:30 p.m., in the Governor Room of the 
Hotel Governor Clinton, Seventh Ave- 
nue and Thirty-first Street. This is in 
preparation for the New York State 
brokers’ and agents’ examination and 
all are cordially invited to attend. 





David White, Home; E. F. Holloran, has been awarded the “man of the year” 
Hartford; J. H. Egloff, G. O. Anderson medal for 1947 by the Junior Chamber 
and C. W. Russell, Travelers; B. F. of Commerce at Wausau. 

Gates, Hartford A. & I.; A. M. Angvik, 


Aetna; A. E. Lee, Indemnity Insurance 
Co. of North America, and James F. 
Reynolds, manager, Minnesota compen- 
sation insurance rating bureau. 


Harry " Deevey Dies 


Harry S. Deevey, senior examiner, 
New York State Insurance Department, 
died of heart failure in St. Francis 
Hospital, Miami Beach, Fla., on Febru- 
ary 18. Born in 1895 he entered the 
service of New York State in October, 
1910, and went into the Insurance De- 
partment in June, 1926. He was ap- 
pointed senior examiner in October, 
1940, and had supervision of statutory 
examinations of New York State co- 
operative fire insurance companies. 
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Five Bills Introduced 
By Mahoney Committee 


Five bills designed to maintain home 
rule for the state’s insurance industry 
were introduced this week in the New 
York legislature by members of the 
joint legislative committee on insurance 
rates and regulations. 

One bill introduced would include in- 
surance under the provisions of the 
Donnelly Act, the state’s “Little Anti- 
Trust Law.” Another bill would revamp 
the present state laws concerning insur- 
ance rates and rating organizations and 
legalize certain price-fixing activities. 

The other bills would empower the 
Superintendent of Insurance to investi- 
gate unfair and illegal practices within 
the insurance industry, would outlaw 


rebates by brokers or agents to. buyers . 


of accident and health insurance and 
would regulate stock acquisition and 
interlocking directorates. 

Still under consideration by the legis- 
lative committee is a bill to legalize 
agreements among companies and pro- 
ducers for payment of commissions to 
brokers or agents. 


Sales Forum Speakers for 


NAIA Convention in April 


An agents’ sales and mz anagement 
forum will be one of the major attrac- 
tions at this year’s mid-year convention 
of the National Association of Insurance 
Agents, Pennsylvania Hotel, New York 
City, April 5-8, it is announced. Sched- 
uled for the entire morning session of 
the final day, the forum will comprise 
topics of current interest to agents and 
will include an hour’s quiz of experts on 
questions raised from the floor. 

“A Realistic Approach to Insurance 
Sales,” a talk on market surveys, adver- 
tising and selling will be approached 
from the agents’ viewpoint and objec- 
tives by Raymond C. Dreher, advertis- 
ing and sales promotion manager, Bos- 
ton and Old Colony. 

The quiz will have four practical agent 
experts on its panel, including A. B. 


Stevenson, Jr., Camden, Me.; H. Her- 
bert Corson, Nashville, Tenn; Charles 
f Schoen, Mount Vernon, N. cand 

. D. Cole, West Palm Beach, I fal. ’ Quiz 


wet will be Richard E. Farrer, the as- 
sociation’s educational director. 

Irving R. Zerzan, president of the 
Omaha Insurance Agency, Omaha, will 
describe the planning and operation of 
a buyers’ conference sponsored by an 
agency, patterned after Mr. Zerzan’s 
recent successful experience in that field. 

The inspirational sales talk of the 
forum will be given by Gene Flack, 
sales counsel and director of advertising 
of Sunshine Biscuits, Inc., and _presi- 
dent of the National Federation of Sales 
Executives. 

A. J. Smith, president of the Associa- 
tion of Local Agents of the City of New 
York, will be chairman of the honorary 
reception committee for the convention. 
Serving with him will be Gustav R. 
Michelsen, chairman of the executive 
committee of the New York City Asso- 
ciation; Albert C. Deisseroth, Syracuse, 
president; and R. M. L. Carson, Glens 
Falls, state national director of the New 
York State Association. 
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Chas. A. Creely Manager at 
Philadelphia for Camden 





CHARLES A. CREELY 


Charles A. Creely has been appointed 
manager of the Philadelphia office of the 
Camden Fire. He became associated 
with the company in 1930 and early in 
1945 was made special agent working 
from the home office. Later in the year 
he was transferred to the Philadelphia 
office as a special agent. 


Clement to Speak on Coast 


W. Winthrop Clement, executive vice 
president, National Association of Insur- 
ance Brokers, is scheduled to speak at 
the annual meeting of the Fire Under- 
writers Association of the Pacific, being 
San Francisco’s Palace Hotel, 
and 4. The theme of the asso- 
meeting is 
surance.” Mr. Clement is approaching 
this theme from the public relations 
angle, in an address entitled “Education 
at Work.” 

Mr. Clement’s schedule will include a 
luncheon-meeting of the Society of In- 


held in 
March 3 


ciation “Education in In- 


surance Brokers in San Francisco, on 
Monday, March 1, and a meeting with 
the Insurance Brokers Exchange the 
following day. On Tuesday evening a 
dinner will be given at the St. Francis 
Yacht Club. On Monday, March 8, both 
Mr. Clement and President W. S. 
French of the National Brokers, will be 
guests of honor at a dinner in Los An- 
geles to be given by the Brokers Ex- 
change of California. 
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Obtain Multiple Line 
Powers in California 


FIRE CARRIERS ADD CASUALTY 





Indemnity Companies Obtain Right to | 


Do Fire and Marine Insurance; 
Advisory Organizations Named 





January was ‘marked in California by 
a plethora of applications made to the 
Department of Insurance for Broaden- 
ing of writing powers under the multiple 
line lew, as well as those granted by the 
Department, as shown in the statutory 
report for the month by Insurance 
Commissioner Wallace K. Downey. 

Applications for certificates of author- 
itv—Zurich Life, Chicago, life and dis- 
ability lines; Hamilton Fire, Des Moines, 
Ja, fire and automobile; American 
Eagle, Continental, Fidelity-Phenix Fire, 
Niagara Fire, New York, all amended 
certificates to add liability to lines 
presently authorized. 

Certificates Issued 

Certificates of authority issued—Cen- 
tral Surety & Insurance Co., Kansas 
City, Mo., amended certificate to add 
marine insurance; Liberty Mutual, Bos- 
ton, Mass., amended certificate to add 
fire and marine; American National Fire, 
New York, amended certificate to show 
merger with Tri-State Insurance Co. and 
North Carolina Home; Employers Re- 
insurance Corp., Kansas City, Mo., 
amended certificate to add marine; Fire- 
man’s Fund Indemnity Co., San Fran- 
cisco, amended certificate to add fire and 
marine; Fireman’s Fund, San Francisco, 
amended certificate to add surety, dis- 
ability, plate glass, liability, workmen’s 
compensation, common carrier : liability, 
and burglary. 

Founders Fire & Marine, Los Angeles, 
amended certificate to act as a multiple 
line insurer; Gulf Insurance Co., Dallas, 
Tex., amended certificate to add lia- 
bility; Hartford Fire, amended certifi- 
cate to add liability; Home Fire & Ma- 
rine, amended certificate to add surety, 


disability, plate’ glass, liability, work- 
men’s compensation, common carrier 
hability, and burglary; Mutual Imple- 


ment & Hardware Insurance Co.. Owa- 
tonna, Minn., amended certificate to add 
liability; Western National Indemnity, 
San Francisco, amended certificate to 
add surety, disability, plate glass, liabil- 
ity, workmen’s compensation, common 
carrier liability and burglary; Sterling 
Insurance Co., Chicago, Ill., for life 
and disability lines. 

Registration as advisory organizations, 

under the new rate regulatory law— 
Crop-Hail Insurance Actuarial Associa- 
tion, Chicago; Factory Insurance Asso- 
ciation, Hartford; Mutual Insurance 
Statistical Association, New York. 
_ Registration as joint underwriting or 
Joint reinsurance groups — Registered 
Mail Central Bureau, Hartford; Inland 
Marine Reinsurance Exchange, New 
York ; American Reinsurance Exchange, 
New Rochelle, N. Y.; Furriers Custom- 
ers Reinsurance Syndicate, New York; 
Reinsurance Clearing House, New Ro- 
chelle, N. Y.; American Negative Film 
Syndicate, New York; Improved Risk 
Mutuals, New York. 

Rating organization license issued— 
Transportation Insurance Rating Bu- 
reau, Chicago. 


Anti-Compact Hearings in 
Ohio March 9 and April 6 

The Ohio Division of Insurance has 
set March 9 for the hearing against the 
American of Newark and April 6 against 
the Hartford Fire, both companies being 
charged with alleged violations of the 
anti-compact law by entering into an 
agreement with other companies to con- 
trol commission rates to agents. 

The Hartford has filed a suit in man- 
damus in the State Supreme Court 
against the State Department of Com- 
Merce and the Insurance Division seek- 
ig access to complaints filed against 
the company. The company wants depo- 
Sitions to be taken. Charges against the 
‘ompany were instituted by agents. 


Camden Fire Makes 
Executive Promotions 


MAKIN NOW VICE PRESIDENT 


Chegwidden Treasurer, Widerman and 
Mills Elected Secretaries by the 
Board of Directors 

Charles W. Makin, formerly secretary 
and treasurer of the Camden Fire, was 
advanced to vice president last week 
and F. Harman Chegwidden was pro- 
moted from assistant secretary to treas- 
urer. William C. Widerman and Allen 
M. Mills, assistant secretaries, were 
made secretaries. All other officers were 
reelected. 

Mr. Makin entered the insurance bus- 
iness with the Camden Fire on Septem- 
ber 28, 1908. He was elected assistant 
secretary on April 12, 1928, and secre- 
tary-treasurer January 8, 1942. 

Mr. Chegwidden was first employed 
by the Camden Fire on July 13, 1931. 
He was originally employed as cashier; 
became special agent May 1, 1939; man- 
ager of the Philadelphia office in 1940; 
returned to the home office as manager 
of the inland marine department in No- 
vember, 1941, and was made assistant 
secretary in February, 1944. Mr. Cheg- 
widden is vice president of Chartered 





Northeastern 1947 Report 

The Northeastern of Hartford closed 
1947 with total assets of $8,553,512 and 
surplus to treatyholders of $2,250,256. 
There was a gain in surplus of $212,250 
during the year. The reserve for un- 
earned premiums amounts to $4,134,590. 
Premiums earned in 1947 amounted to 
$3,984,557, with losses incurred of $2,- 
612,051 and commissions incurred of $1,- 
623,119. This resulted in a statutory un- 
derwriting loss of $250,613. 

Fire and allied lines premiums written 
were $3,616,599, says President W. J. 
Langler, an increase of $570,883 over 
1946. Earned premium loss ratio was 





Property and Casualty Underwriters. 
Starting with the automobile depart- 
ment of the company February 25, 1929, 


Mr. Widerman became special agent 
in January, 1934, and was made 
manager of the Philadelphia office in 


November, 1941. He became assistant 
secretary in February, 1944, and returned 
to the home office in July, 1947. 

Mr. Mills was originally employed 
October 12, 1931, after graduating from 
University of Pennsylvania in the 
Wharton School. He was special agent 
in 1934 and returned to the home office 
as manager of the local department in 
October, 1940. He was made assistant 
secretary in February, 1944. 


63.4% against 60.1% in 1946. Ocean and 
inland marine premiums written were 
$1,069,671, an increase of $294,879. 
Earned premium loss ratio was 72:1% 
against 60.4% in 1946. 


KANSAS SHORT COURSE DATES 

Tentative plans for the annual short 
course of the Kansas Association of In- 
surance Agents set for June 16-18 at 
the University of Kansas, at Lawrence, 
were adopted at a conference February 
24 between Chairman Robert Charlton, 


Lawrence; Alpha H. Kenna, Kansas 
executive manager, and Hobart Han- 
son of the extension department of 


the university. 
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Can you tell your customers how to report 


values when insured by a Reporting form of 
policy? Experience has shown us that many 
insureds and their agents have not been prop- 
erly instructed on how to determine values 
for insurance purposes. Although the respon- 
sibility for reporting -asurable values correctly 


adjustment. 


rests solely with the insured, the difference 


between careful checking of these points and 
failure to do so may mean the difference 
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between a satisfactory or unsatisfactory loss 


To help agents help their insureds, the 
Royal-Liverpool Group offers a specially pre- 
pared folder, “How to Instruct Your Insureds 
on Reporting Values,” which suggests the 
proper way to handle this complex problem. 


Copies available on request to the Adver- 
tising Department. 
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Covering Furs 


A furrier conducted his business of 
buying, selling, storing, cleaning, refin- 
ing, altering and remodeling furs and 
garments trimmed with fur in a depart- 
ment store in a building in Yakima, 
Wash., comprising a basement, a ground 
floor, a mezzanine floor and above that 
a floor called the second floor. The fur- 
rier stored furs on the second floor and 
used the mezzanine as a workshop, and 
had an insurance policy covering its cus- 
tomer’s property, under certain condi- 
tions. 

While the policy was in force furs on 
the mezzanine floor were destroyed by 
fire; those on the second floor were not 
destroyed or damaged. None of the de- 
stroyed articles was in a storage room 
when destroyed. The furrier’s only stor- 
age room was on the second floor. Ac- 
tion was brought by a customer against 
the insurance company to recover under 
the furrier’s policy, who won a judg- 
ment in the Federal District Court for 


eastern Washington. This judgment 





Court Construes Furrier’s Policy 


Held for Cleaning 


was modified by the Ninth Circuit Court 
of Appeals and affirmed as modified. 
Home Ins. Co. of New York v. Kirke- 
vold, 1600 F. 2d 938. 

No part of the mezzanine, the appel- 
late court said, was a storage room, not- 
withstanding that, the furrier, in tes- 
tifying, called a part of the mezzanine 
floor which was occupied by racks where 
he hung furs which had been or were 
to be treated by him a storage room. 
There was no partition between this 
part and the part the furrier called a 
work room. The court held neither part 
was a storage room within the meaning 
of the policy. 

The District Court’s judgment was for 
$19,086. The policy restricted the insur- 
ance company’s liability to $10,000 for 
loss or damage to furs outside of storage 
rooms. All the furs destroyed having 
been outside storage rooms and the in- 
surance company having paid the in- 
sured furrier $8,200, it was held liable 
for a balance of $1,800. 





Illinois Brokers Elect 


George S. Middleton has been elected 
president of the Insurance Brokers’ As- 
sociation of Illinois. Other officers are 
\. W. Ormiston, first vice president; C. 
M. Varde, second vice president; John 
B. Parker, secretary, and J. H. F. 
Tramel, treasurer. The association is 
a member of the National Association of 


Insurance Brokers. 


Car Buyer May Cancel 
Policy Issued by Dealer 


The purchaser of an automobile has 
the right to cancel ‘an insurance policy 
issued previous to the date of purchase 
and taken out by the seller, the Okla- 
homa Insurance Board has ruled in the 
case of George W. Stump, purchaser, 
versus Leo Ederer, insurance agent. The 
board also ruled that the insurance agent 
writing the policy is obligated to refund 
direct to the purchaser the premium paid 
on the policy less the customary short 
rate, providing the premium was included 
in the purchase price of the car. 

Four days after purchasing a car from 
Hank Herber, a used car dealer, Stump 
cancelled a policy written on the car by 
Leo Ederer, and took a new policy is- 
sued by Richard M. Racock, agent for a 
different insurance company. The $111 
premium that had been paid on the first 
contract included in the sale price of 
the car, was refunded to Herber. 

The board held that Ederer had been 
negligent in performing his duty as an 
insurance agent in not refunding direct 
to George W. Stump, purchaser, the pre- 
mium paid on the original policy, less 
the customary short rate, but that the 
evidence did not justify revocation of his 
license. Ederer was directed to refund 
direct to Stump, the $111 premiums less 
the customary short rate. 





Aluminum Inside Tanks 


For Oil Burners Approved 


The current shortage of sheet steel 
combined with the high installation rate 
of domestic oil burners has resulted in 
considerable agitation for the fabricat- 
ing of inside storage tanks for oil burn- 
ers from aluminum instead of steel. 

Underwriters’ Laboratories, Inc. in co- 
operation with the Oil Heat Institute of 
America, the Technical Committee on 
Fuel Tanks Sheet Division of the 
Aluminum Association, and several tank 
manufacturers, has conducted a series 
of tests and conferences to determine 
if aluminum tanks could be constructed 
which would comply with the strength 
requirements for steel tanks as out- 
lined in the standard for inside tank 
equipment for oil burners. Test results 
indicated acceptable tanks can be made 
from aluminum. These tanks are now 
covered by ‘temporary standard for 
aluminum inside storage tanks for oil 
burners. This standard applies to alumi- 
num tanks of capacities of 275 gallons 
or less. 


Independent Adjusters’ 


Committees Are Named 


J. Chester Sneath, president of the 
New York Association of Independent 
Insurance Adjusters, has announced ap- 
pointment of the following members of 
the executive committee for 1948: auto- 
mobile, B. L. Jones; casualty, John C. 
Ryan; aviation, Sherman Thursby; fire, 
James T. Dargan; inland marine, 
Theodore D. Helprin, and ocean marine, 
Walter J. Wells. 

Chairman of committees are as fol- 
lows: membership, Edward FE. Reilly; 
education, L. B. Hazzard; legislative, 
Charles R. Mead; grievance, William 
M. Mortimer; liaison, Prentiss B. Reed; 
publicity, Harold Hyer; roster, Mr. 
Mortimer, and historian, Cecil W. Tate. 
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Booklet Outlines Program 
For Factory Fire Safety 


Essential points for management to 
have in mind in planning or supervising 
plant fire-safety are outlined in a sixteen- 
page illustrated booklet recently pub- 
lished by the Associated Factory Mutual 
Fire Insurance Cos. The information 
originally appeared as a series of twelve 
articles during 1947, under the title 
“What Makes a Plant Fire-Safe?” 

A copy of the booklet may be obtained 
by writing the Inspection Department, 
184 High Street, Boston. 


Insurers in Toronto Hit 
Tax for Fire Prevention 


Fire insurance companies in Toronto 
are raising objections to a proposal in 
the civic government that they be taxed 
to provide fire prevention services. It is 
difficult to see why one activity of the 
fire department should be selected for 
special taxation to be paid by insurance 
companies was the gist of the opposition 
made to the civic legislation committee 
by Colin E. Sword (Union of Canton), 
chairman of the fire branch of the Cana- 
dian Underwriters Association. 

The sponsor of the proposed tax is 
Alderman Clifton, who said the city 
maintains a bureau with ten inspectors 
at a cost to the city annually of $30,000. 
“A service is being rendered to the in- 
surance companies by saving them 
money and | think they should con- 
tribute to the service,” he argues. 

“It would be subversive of the entire 
principle underlying social activities to 
transfer the cost of public services from 
the general public to those persons who 
are insured,” Mr. Sword stated. 


History of Fire Insurance 
Dramatized on the Radio 


A colorful history of fire insurance 
from its origins in Colonial days to its 
present stature as a vital part of the 
American economy was dramatized in 
a half-hour radio broadcast over Station 
WMCA, New York, on Sunday evening, 
February 22. 

The program was the sixth in the 
series, “Adventures in Industry,” pre- 
sented by Station WMCA in cooperation 
with the Commerce and Industry Asso- 
ciation of New York, which tells the 
story of great industries and their pub- 
lic services in New York. 

At the conclusion of the half-hour 
program Walter F. Beyer, chairman of 
the public relations committee of the 
National Board of Fire Underwriters, 
was interviewed by Thomas Jefferson 
Miley, executive secretary of the Com- 
merce and Industry Association. 


NAMES 3 JUNIOR PARTNERS 


Bass, Johnson and Jewett Promoted by 
Jewett, Barton, Leavy & Kern 
Agency of Portland, Ore. 
Jewett, Barton, Leavy & Kern, Port- 
land, Ore., one of Pacific Northwest's 
oldest insurance agencies, announces 
three associates have been named junior 

partners of the firm. 

These are Gifford E. Bass, William 
B. Johnson and William W. Jewett. Mr. 
Bass has been an associate of the firm 
since May, 1944, specializing in all types 
of casualty and surety. 

Mr. Johnson joined the firm in Janu- 
ary, 1942, after six years as insurance 
manager for the realty building man- 
agement firm of Norris, Beggs & Simp- 
son. 

Mr. Jewett became associated with 
the Portland firm in January, 1945. He 
entered the insurance business in Port- 
land in 1934. 














TIPAE- 
THE ACROPOLIS — Built by the Greeks in the year 432 on a high plateau 
above Athens as citadel shrine for protection. Started by Mnesicles — walls 
frescoed by Polyggnotus. In possession of the Turks for a period during which it 
was used as a Palace for Pashas. 
The Northern Assurance Company was organized in Aberdeen, Scotland in 
1836 as an Agency Company. It has remained an Agency Company all-ways. 


: THE NORTHERN ASSURANCE CO. Ltd. 


NEW YORK» 
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DIRECTORS, OFFICERS NAMED 





Three New Directors, Three New As- 
sistant Secretaries of Franklin 
National, Transcontinental 
The Franklin National of New York 
and Transcontinental, two fire affiliates 
of the National Fire Group, have elected 
three new directors and three new as- 
sistant secretaries. W. W. Corry, D. P. 
Higgins and A. J. Smith were elected 
directors of each company and J. C. 
Beacom, J. F. Deegan and W. Neill were 
made assistant secretaries of the com- 

panies. 

Mr. Corry fills the vacancy caused by 
the recent death of C. L. Miller. He is 
vice president and secretary of all four 
fire companies of the National Fire 
Group and secretary of the United Na- 
tional Indemnity. Mr. Higgins is senior 
partner in the firm of Eggers & Hig- 
gins, architects of New York City. 

A director of the United National In- 
demnity Mr. Smith is also president of 
Zweig, Smith & Co., Inc., of New York, 
president of the New York Fire Insur- 
ance Exchange, president of the Asso- 
ciation of Local Agents of the City of 
New York, and a director of the New 
York State Association of Local Agents 
and of the New York Board of Fire 
Underwriters, on which he also serves as 
chairman of the committee on losses and 
adjustments. He is a native of New 
York City. 

Mr. Beacom, Mr. Deegan, and Mr. 
Neill, newly elected assistant secretaries, 
were recently elected to similar offices in 


the National Fire and the United Na-° 


tional Indemnity. 


Anne M. Dougherty Marks 
Twenty-fifth Anniversary 


February 19 marked completion of 
twenty-five years of service at the Phila- 
delphia headquarters of the Pennsyl- 
vania Fire for Miss Anne M. Dougherty, 
who started as a policywriter. Since 
1926 she has held the position of head 
policywriter. 

In honor of the event Assistant Sec- 
retary Carl L. Brandt was host at a 
luncheon at the Downtown Club for all 
“Norbrit Guards” associated with the 
Philadelphia office, and Miss Dougherty 
was guest of honor. Later that after- 
noon at an office gathering she was pre- 
sented with an engraved wrist-watch 
and other gifts from her co-workers. 

R. P. Stockham, assistant United 
States manager, participated in the pres- 
entation and induction ceremonies. 


London Assurance Names 


Saal Special in Indiana 

The London Assurance and Manhattan 
Fire & Marine have announced appoint- 
ment of Fred C. Saal, Jr., as special 
agent to assist State Agent Homer G. 
Meek in Indiana. Upon his graduation 
from college Mr. Saal entered insurance 
in the home office of a large company 
group where he remained until called 
into the Air Corps as an aviation cadet. 
Rising to the rank of captain, he served 
in the European theatre and his citations 
include six European battle stars, the 
Belgian Fourragere and the _ Distin- 
guished Unit Citation. 

He joined the New York office of the 
London Assurance in 1946 where he was 
engaged in underwriting work until his 
recent appointment to the field. Mr. 
Saal’s headquarters will be in the office 
of State Agent Meek at 815 Hume- 
Mansur Building, Indianapolis. 


PARTNERSHIP IS DISSOLVED 

The partnership of Irby-McKinney 
Co., well-known Atlanta general agency, 
has been dissolved and replaced by 
A. F. Irby & Co. Irby-McKinnev Co. 
was made up of A. F. Irby, A. F. Irby, 
Jr, and V. W. McKinney, Jr. The firm 
has been a member of the American 
Association of Insurance General Agents. 
It was established in 1923 and has rep- 
resented a number of fire insurance 
companies as general agent for Georgia, 
Alabama, Florida, Mississippi, and South 
Carolina. 


Camden Shows Increases 


In Surplus and Premiums 
The Camden Fire of Camden, N. J., 
closed 1947 with admitted assets of $23,- 
887,286, surplus to policyholders of $7,- 
361,379 and reserve for unearned pre- 
miums of $12,292,199. Issuing its 107th 
annual statement the company reports 
an increase in surplus of $672,000 and 
there was an increase of $500,000 in 
capital, bringing the latter to $2,500,000. 
Admitted assets were $3,627,899 higher 
and the unearned premium reserve was 
up $1,607,963, due to a larger volume of 
net premiums written during 1947. 


N. Y. Board Losses Up 36% 


Incurred losses assigned to the com- 
mittee on losses and adjustments of the 
New York Board of Fire Underwriters 
in January numbered 391 for $2,213,608, 
against 300 losses for $1,628,469 in Janu- 
ary, 1947. This was an increase of 30% 
in number and 36% in dollars, according 
to Secretary E. C. Niver. 


NATIONAL FIRE CHANGES 

E. H. Forkel, vice president of the 
National Fire Group, has announced a 
revision in the Kansas field. Special 
Agent Kenneth J. Stoike is being trans- 
ferred to Kansas from the Illinois field 
and Special Agent John K. Rippetoe is 
being transferred to Great Bend to 
handle the National Fire Group’s busi- 
ness in western Kansas. 


FIDELITY & GUARANTY CORP. 





Fire Company Annual Report Shows 
24% Gain in Premiums; Surplus 
Almost Same as in 1946 

Fidelity and Guaranty Insurance Cor- 
poration’s net premium income last year 
was $13,432,985, an increase of 24% over 
1946, Harry F. Ogden, president, re- 
ported to stockholders at the annual 
meeting. 

Admitted assets were $22,254,538, hold- 
ings of United States Government bonds 
$12,890,658 and cash $3,046,801. 

Premiums earned were $10,912,136. 
Losses incurred, including loss adjust- 
ment expenses, were $6,170,608. Loss 
ratio to earned premiums was 56.5%, or 
2.8 points less than 1946. After adding 
$2,520,848 to unearned premium reserve, 
there was an underwriting loss of $435,- 
246. 

Expenses were $5,176,774, or 38.5% of 
premiums written, slightly less than 
1946. Income from investments and mis- 
cellaneous sources was $493,472. 

After providing $2,949 for Federal in- 
come taxes, there was a gain from op- 
erations of $55,276. This gain includes 
$95,000 received from War Damage Cor- 
poration and is a non-recurring item of 
income. Surplus to policyholders was 
$7,631,324, or $242,679 less than in the 
company’s 1946 statement. 
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in Insurance History 


BEGINNING OF SPECIALIST UNDERWRITERS 


In the mid-1700’s the Underwriter of today’s type first be- 
gan to be known. As the variety of risks increased a real need 
for specialized knowledge developed. No longer could a busy 
merchant toss off a bit of insurance writing on the side, it was be- 

coming too complicated. A new type of broker arose, ‘‘Not an Office 
Keeper, but one who acted as a broker for discounting Notes and did 
sometimes make Policies.”’ Ordinary marine risks had settled into five classes: 
Ships (S), Goods (G), Money (Mo), Bottomry Bonds (B) and Respondentia 
Bonds (Ra). Some brokers were beginning to be known for one special 

kind of insurance. These brokers began a closer association with 

each other because of mutual interests and problems, and worked 
out certain insurance rules of procedure among themselves. 

The National Union and Birmingham Fire Insurance Companies have witr 
the evolution of many services now taken for granted in the insurance field. 


National Union and Birmingham 
FIRE INSURANCE COMPANIES 
PITTSBURGH = PENNSYLVANIA 












































































































































































































































































SPRING CLEAN-UP WEEK 





NFPA Has Attractive Campaign Poster 
and Folder to Assist Communities 
to Remove Fire Hazards 

Spring Clean-Up Week will soon be 
held in the United States and Canada, 
according to the National Fire Protec- 
tion Association, which annually spon- 
sors this drive in cooperation with local 
authorities. Unlike Fire Prevention 
Week, Spring Clean-Up Week has no 
set date but is held in communities at 
different times as the Spring season 
moves northward. Thus, it might be 
held in March in the south and south- 
west, in April in the north,- and some- 
times as late as May in Canada. 

Spring Clean-Up really sets at the 
heart of the fire problem for its main 
objective is the elimination of rubbish. 
Rubbish and preventable fire go hand- 
in-hand. In itself rubbish may not be 
a cause of fire but it supplies the all- 
too-frequent fuel for a carelessly dis- 
carded match, cigarette or stray spark. 
The NFPA maintains that “clean prop- 
erty seldom burns.” 

The association has prepared two at- 
tractive campaign pieces: a poster and 
a folder. With its dramatic slogan: 
“Clean Up or You'll Burn Up” the 
poster is printed in red and black and 
measures 12 by 16 inches. There is an 
imprint panel and posters may be ob- 
tained from the NFPA at $2.50 per 100; 
$17.50 a 1,000. 

The folder .incorporates a “House- 
holders’ Quiz”; is well illustrated and 
printed in red and black. The folder was 
designed so that it could be used not 
only during spring clean-up week but 
on a year-round basis. It has a provision 
for local imprint. Folders are available 
at $2 per 100; $15 a 1,000. 

Samples of these pieces are available 
from the National Fire Protection Asso- 
ciation, 60 Battermarch Street, Boston. 


Brainard and Spoerl 
Advanced by Automobile 


Morgan B. Brainard, Jr., was advanced 
to vice president and assistant treasurer 
of the Standard Fire and Charles A. 
Spoerl was promoted to financial secre- 
tary and assistant treasurer of the com- 
pany at a meeting of directors last week 
at the company’s home office in Hart- 
ford. Messrs. Brainard and Spoerl were 
elected last week to similar posts with 
the Automobile, Aetna Life and Aetna 
Casualty & Surety. 


Nine New Members Join 
North America Club 


Nine employes of the North America 
Companies having completed twenty- 
five years of service will be admitted 
this month to membership in North 
America’s Quarter Century Club, bring- 
ing the total enrollment to 324 mem- 
bers. 

Among those celebrating their twenty- 
fifth anniversary with the company are 
Edward S. Page, Jr., assistant general 
manager, and Robert Sharp, assistant 
fire manager, Philadelphia metropolitan 
department; Lloyd G. Wood, Dearborn, 
Mich.; Arthur J. Middleton, Syracuse, 
N. Y.; Mary H. Coughlin, Boston; John 
E. Knickman, Baltimore; Mary Lyons, 
Minneapolis; James MacLaren, Plain- 
field, N. J., and John E. Stimmler, Phila- 
delphia. : 


McKITTRICK WOULD BE GOV. 

Former Attorney General Roy Mc- 
Kittrick of Missouri, who started the 
Federal Government in the move ending 
in the Court decision of June 5, 1944, 
holding insurance to be commerce, has 
announced himself a candidate for the 
Democratic nomination for Governor of 
Missouri, subject to the primary elec- 
tions of August 3, 1948. There are three 





other announced candidates for the 
nomination: State Auditor Forrest 
Smith; Dan M. Nee of Springfield, 


former Collector of Internal Revenue for 
the Western District of Missouri, and 
Raymond E. Cox, Audrain County 
farmer. 
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Liable for Improper Stowage of 
Furs But Not for Damage to Brandy 


treating the circulation of air under and 
through the cargo. 


Separate libels were filed in the Fed- 
eral District Court for Eastern Penn- 
sylvania against the steamship Rita Sis- 
ter and its owner for damage to a ship- 
ment of rabbit skins, and damage and 
in a shipment of brandy on its 
from Spain to Philadelphia in 


shortage 
carriage 
that vessel. 

The undisputed evidence of the ship's 
officers was that rabbit skins were in 
good order and appeared dry and that 
there were no marks or stains on the 
bales when received. When they were 
discharged in Philadelphia they were in 
a damaged condition. This damage was 
caused by ship’s sweat and was not an 
inherent condition of the skins. 

Excessive moisture in the hold of a 
ship unless the air is frequently ché inged 
condenses into water, known as_ship’s 
sweat, which will cause hair slip in 
rabbit skins and js conducive to the 
growth of mold. The storage of the 
skins was held to have been improper 
and negligent. There was evidence that 
the ventilators were too small, making 
it a prudent precaution for a_ ship's 
officer to take every reasonable care 
that his storage of cargo would not 
needlesslv restrict the limited ventilation 
provided. Here the cargo was stored 
directly upon the tightly laid deck and 
in some places up to the deck beams; 


As to the brandy, no leaking cases 
were brought on board the ship. The 
brandy was packed in light wood cases 
without braces on the extension or re- 
inforcement within, and the straw en- 
velop-s were in a weak condition, Many 
leaking cases were repaired on board 
the ship. The damage due to breakage 
of the brandy cargo was held to be 
caused by insufficiency of the packing. 
The testimony was that the cases were 
stowed very carefully by men who spe- 
cialized in the storage of such cago. 

The shortage in delivery of the cases 
of brandy was completely unexplained, 
the respondent offering no evidence 
whatever to account for it. 

On these facts the court based its 
conclusion of law as follows: 

1. Whether or not sweat damage is a 
peril of the sea within the carriage of 
goods by Sea Act, where negligent and 
improper stowage increase the hazard 
the carrier is liable. Schnell v. The 
Vallescara, 293 U.S. 296; Vessels v. 
The Asturias 126 F. 2d 999, 

2. Because the skins were improperly 
stowed and the ventilation negligently 
restricted, the respondent was held liable 
for cost from damage to the rabbit skins. 

3. The carrier was not liable for the 
damage to the brandy shipment, other 
than the shortage. It was liable for the 
sare e. The Rita Sister, 69 F. Supp. 
80. 


representativ es of 


Ten-Story Building 
For Allstate, Chicago 


NEW NATIONAL HEADQUARTERS 





Site at Arthington and Spaulding 
Streets; Company a Sears, Roebuck 
Co. Subsidiary 





Plans for the construction of a ten- 
story office building to serve as its na- 
tional headquarters, are announced by 
the Allstate Insurance Co. of Chicago. 

According to Calvin Fentress, Jr., 
president, the new Allstate home office 
will be erected at the southeast corner 
of Arthington and Spaulding Streets. 
Allstate has purchased 177 feet of 
frontage on Arthington Street from 
Sears, Roebuck & Co., of which the 
automobile insurance company is a sub- 
sidiary. Ground will be broken in March 
and occupancy is scheduled for late 
1949. The architects are Carr & Wright, 
Inc., Chicago. 

Allstate’s national headquarters will 
continue to be in the Civic Opera Build- 
ing until the new building is completed. 
The company also operates a regional 
office at 33 North LaSalle which will 
remain in a Loop location after the 
national office is moved to the west side. 

Robert E. Gorman, advertising mana- 
ger of company, has been appointed 
director of advertising and press rela- 
tions. 


Kaiser Frazer Defends New 
Type of Body Construction 


Automobile claim men for companies 
writing collision insurance are apprehen- 
sive lest the new all-welded bodies of 
some makes of cars result in repairs be- 
ing so expensive as to lead to an ad- 
verse differential in insurance rates with 
respect to those particular cars. Three 
the Kaiser Frazer 

Sales Corp. addressed a large meeting 
of the Automobile Claims Association 





Joseph C. Henafelt Dies 


Joseph C. Henafelt died February 
in his home in Buffalo, N. Y., after 
a short illness. He was 82 years old. 
He formerly owned J. C. Henafelt & 
Co. Born in Buffalo, Mr. Henafelt oper- 
ated his own insurance agency in his 
early twenties. He was the local agent 
for several large companies and retired 
~ 1918 after selling his firm to Fréd 

Rice, now president-treasurer of the 
Bull ilo Fire Office, Inc. Mr. Henafelt 
retained his broker’s license and main- 
tained an office in the Brisbane Building 
until his death. 
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Home Figures 
(Continued from Page 1) 


an unearned premium reserve of $91,- 
473,696, a reserve for losses of $23,904,- 
922 and surplus to policyholders of 
$66,682,087, which compares with $68,- 
860,212 a year ago. 

“The United States in 1947 suffered 
fire losses of $692,635,000, the greatest 
destruction by fire in its history,” Mr. 
Smith said. “This total exceeded the 
1946 losses by 23.3% and was $130,655,- 
000 greater than the previous high rec- 
ord for a single year established in 1926. 
It should be borne in mind, however, 
that not all of these losses were cov- 
ered by adequate insurance; in many 
cases no insurance was carried.” In 1946 
the nation’s fire losses totaled $561,- 
487,000. 

Mr. Smith observed that the “fire 
insurance companies of the nation have 
met their obligations arising from this 
unprecedented destruction in a manner 
to justify pride in their accomplishment 
and confidence in their financial in- 
tegrity.” Among the more encouraging 
factors in the fire loss situation, he 
said, are “increasing indications that we 
may be approaching the end of the 
worst of the inflation cycle.” 


real value. 


its excellence. 





INLAND MARINE 
INSURANCE 


Our Inland Marine Manual places at your 
finger tips all you need for selling inland 
marine business AND taking the order. 


It contains sales suggestions that are of 


Our fieldman will be glad to demonstrate 


NEW YORK UNDERWRITERS 
INSURANCE COMPANY 
90 John Street, New York 7, N. Y. 
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in New York City last Thursday and 
defended the construction processes of 
that automobile ‘company. Kenneth 
Smith, who headed the group said that 
making a body in virtually one piece 
simplifies manufacturing and strengthens 
the car body. Welding rather than bolt- 
ing parts together he contends has ad- 
vantages in strength and costs which 
offset disadvantages. 

Asked how a damaged fender, or other 
part can be repaired under such a con- 
struction process Mr. Smith said that a 
damaged section would have to be cut 
out with a torch and a new section of 
identical size put in and then welded. 
The Kaiser Frazer Sales Corporation 
believes that this method of car con- 
struction will gradually but steadily re- 
place methods now generally used and 
that repair costs will come down as more 
mechanics become accustomed to work- 
ing on the new types of cars. 

President Leslie A. Lloyd presided at 
the luncheon meeting. Joseph F. Ber- 
lenbach, — Insurance Co.; A. B. 
Small, Jr., General Exchange Insurance 
Corp., and F. S. Benson, American Lum- 
bermens Mutual, were ‘elected to mem- 
bership in the association. 





ENFORCES HARBOR RULES 








Admiral Higbee Tells California Mar- 
ine Underwriters Master of Ship 
Is Fined For Violations 
Marine underwriters of Southern Cal- 
ifornia at the February meeting held 
last week in Los Angeles had for their 
speaker Rear Admiral Frank D. Higbee, 
U.S.N. (retired) who is warden of the 

Port of Los Angeles. 


Admiral Higbee discussed conditions 
at Los Angeles harbor, and told the 
marine underwriters that in the case of 
an “oil spill’ from the tanker River 
Raisin, he had invoked for the first 
time the provision of the law making 
the master of a vessel guilty of violating 
harbor rules and regulations the respon- 
sible person, and had imposed a fine 
on the master of the tanker. Hereto- 
fore, it seems the fine had been imposed 
on the operators of the vessel violating 
the law, and had been a somewhat 
perfunctory proceedins, without bring- 
ing about stoppage of violations. 

He also pointed out that Fish Har- 
bor, that section where the fishing 
fleet unloads its cargo and ties up 
while waiting to go to sea again, is too 
crowded, there are no fire figthing fa- 
cilities and harbor boats would have 
difficulty in combatting any blaze ori- 
ginating among the fishing vessels. The 
latter range from smiall boats to the 
large modern $500,000 all steel tuna 
clippers. 

The marine underwriters inaugurated 
its new marine insurance school on Feb- 
ruary 3, with Vincent Haidinger, secre- 
tary, Newhouse & Sayre, Inc., speaking 
on inland marine coverages, and the sec- 
ond session held on February 5 with 
Clyde R. Thornton, manager of Mathews 
& Livingston speaking on ocean marine. 
The school will continue for seventeen 
weeks, 
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F. & D. Names Mercer 
First Vice President 


NEW OFFICERS ARE ELECTED 


Galloway and Donegan Made Vice Presi- 
dents, Wright Secretary and 
Comptroller; Others Named 


Beverly H. Mercer has been elected 
first vice president of the Fidelity & 
Deposit Co. of Maryland; J. Stuart 
Galloway and Owen A. Donegan, vice 
presidents; Harry Y. Wright, comp- 
troller and secretary; Fred C. Hepting, 
an assistant treasurer, and Francis H. 
Beckwith, Nathan A. Wagner, Dorothy 
T. Hollyday and Mabel Shaw, assistant 
secretaries. These elections were made 
at the meeting of the board of directors 
February 18, immediately following the 
annual meeting of stockholders. 

Beverly H. Mercer ; 

Mr. Mercer has occupied the position 
of second vice president since 1944 and 
has been a director of the company 
since 1946. Following his employment in 
1911, he served in various capacities in 
the company’s fidelity department and 
in 1929 was transferred to the judicial 
department. He was made manager of 
the latter department and elected a vice 
president in 1933. He is a graduate of 
the University of Maryland Law School 
and a member of the Maryland Bar. 

J. Stuart Galloway 

Mr. Galloway, who was appointed 
general counsel of the two companies 
last December, following the retirement 
of Vice President Washington Bowie, 
Jr, is a graduate of Washington Col- 
lege, Chestertown, Md., and of the Uni- 
versity of Maryland Law School. He 
entered the F. & D.’s employ in 1921 
and after engaging for five years in 
claim and salvage work was transferred 
to the legal department. He is chairman 
of the advisory law committee of the 
Surety Association of America and also 
serves on the legal committees of the 
National Bureau of Casualty Under- 
writers and the Association of Casualty 
and Surety Companies. He is a member 
of the Baltimore City, Maryland State 
and American Bar Associations and of 
the American Legion. 

Owen A. Donegan 

Mr. Donnegan has been associated 
with the F. & D. since 1905, first as 
a member of its fidelity department and 
for the past nineteen years as manager 
of its Baltimore branch. He was well on 
his way to becoming a successful home 
office underwriter when in 1921 the op- 
portunity of jo’ning the local branch 
office as a solicitor arose. Mr. Donegan 
applied for the position, was accepted 
and within less than a yeir had so con- 
vincingly demonstrated his ability as a 
producer as to win promotion to the 
post of assistant manager. He was ad- 
vanced to the managership of the office 
in 1929 and under his direction the 
Baltimore branch has since kecome one 
of the company’s most important pro- 
ducing units. 

Harry Y. Wright 

Mr. Wright jo‘ned the F. & D. in 
1924 as a clerk in the accounting de- 
partment. He was promoted to traveling 
auditor in 1934 and after serving for 
Seven years in that capacity was recalled 
to the home office and elected an as- 
sistant treasurer in 1945. He is a gradu- 
ate of Baltimore City College and of 
the University of Baltimore Law School 
and is a member of the Maryland Bar. 
As comptroller and secretary of the 

. & D. and its affiliate, Mr. Wright 
succeeds to the positions formerly oc- 
cupied by Charles V.-R. Marsh and 
Vice President Robert S. Hart, both of 
whom retired last December under the 
Tetirement plan adopted by the com- 
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panies in 1944, 
Others Promoted 

Mr. Hepting has been connected with 
the F. & D. for the past thirty-one 
years, most of this time as a member 
of its treasury department. 

Mr. Beckwith is assistant manager 
of the burglary department and has 
been continuously associated with that 
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Spottke on Service of 
Insurance Trade Press 


ADDRESSES AD CONFERENCE 


Says Public Relations Should Begin 
Within Business; Trade Press Best 


Medium to Disseminate Information 








Service of the insurance trade press 
as the medium for disseminating facts 
and background information was stressed 
by Albert E. Spottke, secretary of the 
National Bureau of Casualty Underwrit- 
ers, in his luncheon address at the meet- 
ing of the Insurance Advertising Con- 
ference in New York City, February 20. 

Mr. Spottke, speaking on the subject, 
“The Greater Vision,” said that in the 
final analysis, “our relationship with the 
public is established by the soundness of 
our product and the fairness of the price 
we charge.” 

Generally speaking, Mr. Spottke said, 
the policyholder who has a sound, well- 
rounded insurance program, has_ that 
certainty of purpose and that ease of 
mind which go with a feeling of se- 
curity, but only a small percentage of 
policyholders sees the tangible results. 

“Much is being done today to make 
the facts about insurance known, to edu- 
cate the public so that it can better 
appraise the value of insurance,” Mr. 
Spottke said, “but more can be done and 
more must be done right within the 
ranks of our business. I want to talk 
to you today more from the standpoint 
of publicity and public relations right 
within the insurance business, and lest 
there be any misunderstanding I want 
to emphasize that when I speak of our 
relations with the public I mean not only 
our relations with the insurance buying 
public but also with the other segments 
of our business, and that includes our 
own producers and the supervising au- 
thorities.” 

Saying that the casualty insurance 
business has made progress over a span 

(Continued on Page 28) 





al 











4 3] YEARS after Columbus discovered America - 
PACIFIC EMPLOYERS INSURANCE COMPANY was 

founded---1923. We've twenty-five years 
in 1948-- old enough to know what it’s all 
about and young enough to try new ways. 


‘ 


of age 





PACIFIC EMPLOYERS INSURANCE COMPANY (| 


Victor Montgomery, 


HOME OFFICE 


President 


LOS ANGELES 








Stellwagen Talks on 

Contingent Liability 
SPEAKS TO INSURANCE BUYERS 
Says Blanket or Comprehensive Liability 


Policies Are Designed to Cover 


All Third Party Claims 





Speaking on “Contingent Liability Ex- 
posures and Coverages” before the meet- 
ing of the Risk Research Institute in 
New York, February 26, H. P. Stell- 
wagen, executive vice president, Indem- 
nity Insurance Co. of North America, 
said he had been driven to some re- 
search into the manuals and the law 
books in order to make a claim of com- 
petence in discussing this technical sub- 
ject. He added that the study of the 
manuals is not the daily occupation of 
the operating executive of a non-bureau 
casualty insurance company 

Mr. Stellwagen said he had found 
there is no such thing as contingent lia- 
bility; that in the eyes of the law, one 
is either directly liable for some act of 
omission or is not liable. The rate man- 
uals seem to bear out the lawyers’ con- 
tention, he said, because they have sup- 
planted reference to contingent insur- 
ance by employer’s non-ownership lia- 
bility insurance, owner’s and contractor's 
protective liability insurance and _prin- 
cipal’s protective liability. However, he 
said, for the sake of clarity or identifica- 
tion, he would use the term, “contingent 
liability.” 

Exceptions to Rule 

Speaking of the general principle that 
where the relationship is one of mas- 
ter and servant or principal and 
agent the employer is responsib!e and 
where the status of independent con- 
tractor prevails the employer is not so 
responsible, Mr. Stellwagen named the 
following exceptions to the general rule 
in which one employing an independent 
contractor to perform a given task may 
still be held liable, either independently 
or jointly with the contractor for dam- 
age done to third parties during the per- 
formance of that task: 

Those in which the employer is under 
duty in connection with the task which 
he actually does not, or legally cannot, 
delegate to the contractor; those in 
which the task is inherently dangerous 
or unlawful; where the employer retains 
or resumes control of the task; those in 
which the employer fails to prevent or 
to remedy unlawful acts of the con- 
tractor or in which he ratifies such acts; 
where the employer knows or should 
know that he has selected an incom- 
petent or otherwise unfit contractor. 

Mr. Stellwagen cited a list of court 
decisions bearing out his thesis, and 
took up automobile exposures which 
give rise to so-called contingent liability 
and indicated the coverages for it. 

In the automobile field, he said, so- 
called contingent or non-ownership lia- 
bility exposures arise in behalf of the 
named insured of automobiles named by 
others. These exposures and the insur- 
ance coverages related to them, he said, 
may be divided into two categories 
occupational and non-occupational. 

May Be Held Liable 

For example, he said, assume that 
Smith asks Jones, his neighbor, to ob- 
tain some medicine for him in an emer- 
gency; Jones drives his own car to the 
drug store and on the way is involved. in 
an accident; again assume that Smith 
employs Jones as a gardener and the 
latter runs errands on behalf of his 
employer and for that purpose drives his 
own pick-up truck and is involved in an 
accident. In both examples, said Mr. 
Stellwagen, Smith might be held respon- 
sible for damages as the result of in- 
juries sustained by a third party. 

“The coverages available tor the fore- 
going situations,” Mr. Stellwagen con- 
tinued, “is found in the use of other au- 
tomobile agreement in the basic automo- 
bile policy. This agreement provides 
that if the named assured is an individ- 
ual who owns the automobile which is 
described in the policy and classified as 
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of years in its public relations program, 
Mr. Spottke continued: 

“We in the National Bureau have 
come to realize that we must use the 
most effective and the most readily 
available channels for telling our story. 
We know the value of increased con- 
tacts with those in our business who are 
in touch with the public day in and day 
out, namely, the producers, and we know 
the value of utilizing the trade press 
with its special fitness for disseminat- 
ing information, much of which is tech- 
nical, to those engaged in our business, 
information which will not only be con- 
structive and paint the background for 
many developments, but which will also 
stimulate those interested in the insur- 
ance business to think about current in- 
surance problems. 


Importance of Channels 


“T need not stress the importance and 
the effectiveness of these channels to 
you gentlemen, who are experts in ad- 
vertising and publicity, but I do want to 
get across the fact that in its operations 
as a rating organization, the National 
Bureau has come more and more to ap- 
preciate their value and to recognize 
that our successful operation as a rating 
organization will require their continued 
and their enlarged use. For we have a 
wealth of information and statistics at 
our command developed from the oper- 
ating results, the experience of the com- 
panies, as well as data obtained from 
other authoritative sources. But unless 
such information and unless our experi- 
ences in the business are publicized in 
such a way that they will become known 
and will be understood by all who are in 
any way interested in insurance, much 
of their effective use, and, therefore, 
their value will be lost. 

“In addition to accumulating informa- 
tion and statistics, the National Bureau 
serves as a forum for the expression of 
views and ideas on underwriting, rating 
and administrative problems, and again 
unless we afford the opportunity to the 
greatest number to participate directly 
or indirectly in expressing their views 
on these matters we will be wasting real 
opportunities. For the ‘know how’ of do- 
ing things in our business, as in every 
other business, is not concentrated at 
any one point but is spread over all seg- 
ments of our entire business. A big part 
of our job in the days ahead will be to 
encourage sound thinking, the precursor 
of sound action, by throwing out for 
discussion and for consideration by all 
who care to take an interest, the ideas 
which may be ours or which may come 
our way. 

“Tf either directly or through the chan- 
nels through which ideas and informa- 
tion about a trade or business are 
spread normally, namely the trade pa- 
pers, we can bring to the round table 
for discussion and further consideration 
of our problems, the ideas and the criti- 
cisms of all of those who have an inter- 
est in insurance, and in this way supple- 
ment the experience and the knowledge 
of those actively engaged in producing 
the insurance protection and determin- 
ing a fair price for it, we will have set 
the stage where our business cannot do 
otherwise but perform to public acclaim. 
And it is on this basis that we will have 
to perform if we are to carry on with 
a minimum of interference and a maxi- 
mum of accomplishment under the new 
order of things.” 


How National Bureau Works 


Mr. Spottke told how the National 
Bureau works through committees of ex- 
ecutives experienced in the several lines 
of casualty insurance, and how decisions 
regarding changes in rates, underwriting 
rules and practices or in coverages are 
determined by the companies acting 


through their duly appointed committees 





Spottke on Trade Press Service 
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and these decisions are translated into 
concrete results by the staff of the Na- 
tional Bureau. 

He said that these committees are in- 
fluenced in their thinking and in their 
decisions not only by the experience and 
knowledge and judgment gained by the 
company representatives but also by the 
views, ideas and criticisms which come 
to them from their field forces and espe- 
cially from their producers. 

“It is only to be expected,” he said, 
“that many times the home office or 
company viewpoint will have a different 
slant on the same problem, on its best 
solution, from that of the fieldman or 
the producer and in ironing out a recon- 
ciliation of differences in these view- 
points, it is not only desirable, but it is 
becoming increasingly important in these 
days if the best treatment of the prob- 
lem is to result within a reasonable 
time.” 

The National Bureau, said Mr. Spottke, 
makes it a practice to obtain the views 
of producers and this procedure has 
achieved excellent results and has re- 
moved many obstacles and promoted 
better understanding. 

“I believe that we shall continue to 
move in the right direction,” he said, 
“if we supplement what we have been 
doing in this respect by furnishing trade 
papers, upon request, with background 
information and material on problems of 
current interest, problems on which all 
segments of the business should do 





some thinking so that the combined re- 
sources of the business may come into 
play in reaching an answer. By holding 
ourselves in readiness to make available 
authentic information and data which 
may be ours—not propaganda material 
—but facts which will enable those trade 
papers which are interested in using the 
opportunity, to run informative and 
thought stimulating articles. We should 
be able to arouse the men in the field 
to take a more active interest in those 
matters which are receiving the atten- 
tion of the companies at the home office 
level and we hope that as a result the 
companies and, in turn, our committees 
will benefit by obtaining the studied re- 
actions and opinions of their field repre- 
sentatives. 


“This use of the channels of informa- 
tion made available by the trade papers 
will also afford us an opportunity of 
feeding information of current interest 
and value to the supervising authorities 
and to their staffs and in this way to 
have them give their thought to current 
problems. This should pave the way for 
a more informed reception of the actual 
proposal when it is submitted, as must 
be done today under regulation in prac- 
tically all states with rate regulatory 
laws. 


“We need have no fear of the conse- 
quences of such a policy if our proposals 
are in keeping with the facts and if they 
have the considered support of the ma- 
jority of those who have devoted their 
time, their experience and their ability 
to their development for on this basis 
surely they should be wholesome and in 
the public interest. Unless our propo- 
sals are arrived at by this fomula, we 
should be making a serious error in at- 
tempting to put them into practice. In 
other words, by disseminating accurately 
available information on a given prob- 
lem we will benefit by receiving the re- 
actions and the ideas of the business at 
large before a course of action is de- 
cided upon. Surely this will afford us 
the best opportunities for producing the 
right kind of answers and this, in turn, 
will best promote the acceptance of ne- 
cessary or proposed changes on the part 
of the supervising authorities. 

Auto Liability Rates 

Mr. Spottke illustrated his point by 
citing the relationship of the present 
economic situation and automobile lia- 
bility rates: more automobiles registered 
in 1947 than ever before in history; 
trucks and buses’ disproportionately 
greater than private passenger cars; the 
proportion of automobiles ten or more 
years old in operation in 1946 repre- 
senting 35% of the total number regis- 
tered; failure to keep up the highway sys- 
tem to cope with the increased amount 
of and speed of traffic; substantially in- 
creased cost of claims. 

He said it should not be difficult to 
comprehend what is working in the 
background today to produce the under- 
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writing results of the companies on their 
automobile liability business, but the 
facts which bear on the subject must be 
publicized. 


“The furnishing of background, infor- 
mation and material to facilitate the 
study of current problems by all who 
have an interest constitutes the first 
phase of a three- cycle program of pub- 
licity and education in which our organi- 
zation, as a rating organization, will 
have to engage if we are to function in 
the best interests of all concerned,” Mr, 
Spottke said. 


Releases Previews 


The second phase of this program, 
said Mr. Spottke, consists of timely re- 
lease of previews of things to come, 
Specifically, he mentioned recent prelim- 
inary news releases on the farmers’ com- 
prehensive personal liability policy and 
the store keepers’ liability policy which, 
he said, not only proved informative but 
prepared the way for a better compre- 
hension of the program when it was ac- 
tually introduced. 


“There is a business danger,” Mr. 
Spottke said, “in that the companies mov- 
ing aS a group may find their actions 
anticipated by independent competitors, 
but the timely issuance of preliminary 
releases will protect the position of the 
companies which are members of a rat- 
ing organization by having their plans 
and their proposals made known at the 
earliest date possible consistent with 
sound practice and thus safeguard them 
against a scoop by others.” 

The third and final phase of a well 
rounded program mentioned by Mr. 
Spottke, is the official release which ap- 
pears at the time proposed changes ac- 
tually go into effect. He continued: 


Furnishes Supplementary Information 


“The National Bureau stands ready to 
furnish interesting fill-in or supple- 
mentary information to those trade pa- 
pers which may desire to elaborate upon 
any aspect of the release with the un- 
derstanding, of course, that all of the in- 
formation is to appear on or after the 
date of the official release. In this man- 
ner the story about a revision of manual 
rates, rating plans, underwriting rules 
and coverages is broadcast to reach the 
greatest possible number and _ thereby 
help in the rapid absorption by com- 
pany representatives, producers and 
others who may be interested, of the 
substance and effect of the manual re- 
vision, 

“It is apparent that a program for 
furnishing information in a manner such 
as I have described will prove of ines- 
timable value to the publicity and ad- 
vertising representatives of insurance 
companies. It will make available to 
them in reliable and substantial form the 
kind of material that they will want to 
weave into their company advertise- 
ments and publicity. It should enlarge 
considerably reliable sources of infor- 
mation to which the advertising and 
publicity man can turn to obtain the 
material with which to build his story 
most effectively... It should, therefore, 
broaden considerably the frontal assault 
that our business will be able to make 
to bring about a better understanding 
and increased knowledge of our prob- 
lems and of our objectives and to dis- 
place fiction with facts. 


“With virtually all states adopting rate 
regulation, the importance that we be 
sure of our ground in proposing changes 
and new developments cannot be over- 
emphasized. By using the available 
trade press channels for spreading the 
facts and the information at our com- 
mand we will help ourselves by getting 
the reactions, the criticisms and the ad- 
vice of the greatest number. We will 
equip ourselves with that greater vision 
which is needed to see all sides of a 
problem. By the application of sound 
principles and sound thinking the re- 
sults must be in the public interest.” 
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Clark Talks on Buyer’s 
View of Insurance Ads 


SPEAKS AT AD CONFERENCE 





Scores All-Industry Bills; Says Insur- 
ance Should Spread Public Knowl- 
edge of Its Services 





In his address before the Insurance 
Advertising Conference in New York, 
February 20, Ernest L. Clark, assistant 
treasurer, J. C. Penney Co., made the 
statement that the stock insurance com- 
panies, by pushing for passage of the 
Commissioners’ All-Industry bills, had 
“abdicated most of their, underwriting 
and rate making discretions and placed 
powers in the hands of Insurance Com- 
missioners that give these men the 
power of gods over the management of 
the insurance business.” Mr. Clark’s 
subject was “The Buyer's Viewpoint on 
Insurance Advertising.” 

Mr. Clark further asserted that these 
measures make it difficult for stock com- 
panies to compete with other types of 
insurance organizations and said it can 
be foreseen that the method of operation 
required under these laws may be the 
subject of unfavorable Congressional 
discussions. Effective advertising, the 
speaker continued, “can help to offset 
any public reaction which might be cre- 
ated by these developments.” 

Should Explain Coinsurance 

Among his suggestions as to how the 
insurance business should spread a 
more comprehensive public understand- 
ing of the services included in insurance 
contracts, Mr. Clark mentioned the coin- 
surance clause which he said the ma- 
jority of policyholders and many agents 
do not understand until a loss occurs 
and it operates against the policyholder. 
“The use of the coinsurance clause really 
results in lower cost of insurance,” he 
said; “its operation and economic ef- 
fect insurance-wise should be made clear 
to all.” 

Another illustration cited by Mr. Clark 
was liability insurance. He said that 
the average purchaser of a liability 
policy does not realize that his amount 
of protection can be increased at a very 
small increase in premiums and the pub- 
lic should be educated in the need of 
higher limits and the small cost. 

“Why not inform the purchasers of in- 
surance in detail where premium dollars 
go?” he asked. “Tell them of the serv- 
ice it buys: engineering, loss preven- 
tion, auditing, legal, rate making, etc. It 
also pays for state supervision of finance 
to insure company solvency and all the 
other many things that are paid for be- 
sides the actual payment of loss. In 
brief, the insurance premium buys pro- 
tection and service. Tell the world 
about it.” 

Calls Theory Fallacious 

Mr. Clark said the theory that it is 
unnecessary to advertise now to stimu- 
late sales because more insurance is be- 
ing offered the companies than they can 
absorb is fallacious; there are certain 
types of protection that every company 
is open to sell now; it is important that 
companies have a diversification of risks 
and some needed forms of protection are 
greatly undersold. Furthermore, he said, 
stimulation of sales now would be of 
great assistance when increased capacity 
or reduced demand again opens up the 
insurance market. 

The main competitive tool of stock 
companies is the service rendered by 
their local agents, said Mr. Clark, and 
it follows that the insurance companies 
which have the agents most qualified 
are those which will get the best busi- 
ness and will be in the better position 
to meet competition. “Therefore,” he 
added, “a campaign presenting to the 
assured the value of good agents will 
have a double-barreled effect: it will 
advertise to the public the fact that 
you are trying to be represented by 
qualified agents and will also attract to 





you ie type of men who prefer the 
best type of representative. 

“The insurance companies must make 
clear to the public the many advantages 
of personal counsel; how a good agent 
can see that policies are correctly issued 
to cover the peculiar needs of its as- 
sureds, what engineering has done to 
reduce the risks of loss and through 
engineering in any type of insurance 
reduce the cost to the assured. 

Quality Comes First 

“Never forget that the American 
buyer is interested in buying maximum 
quality at a minimum cost, but first of 
all is quality in protection, coverage 
and service. These are the things that 
a qualified agent can bring to the as- 
sured. Good advertising should stress 
these points so that the insurance policy 


buyer will want and demand these 
qualities.” 
Mr. Clark asserted that additional 


competitors of stock insurance are be- 
ing created constantly; many of them 
are getting their strength in the areas 
which the stock companies are not de- 











Awards for Outstanding 
Ads Suggested by Clark 


One of the suggestions made by 
Ernest L. Clark was that annual awards 
be made by the Insurance Advertising 
Conference for outstanding company 
advertisements prepared by its members. 
If he were to serve on the committee 


or the board of judges making the 
selections, Mr. Clark said he would 
present so-called “orchids” (based on 


1947 performance) to the Employers’ 
Liability for its “Man With the Plan” 
ad series; to the Travelers “for its eye- 
attracting and interesting advertise- 
ments”; to the Hartford Accident & In- 
demnity for its personal liability ad 
which appeared in the Saturday Evening 
Post (and was reproduced in the insur- 
ance trade journals), and to the Aetna 
(Fire) Insurance Co. for: some of its 
risk descriptive ads which have ap- 
peared in many popular magazines. 
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veloping. Stock companies must render 
better protection and better service 
through their agents and representatives 
than competition can offer and there 
must not be too great a spread between 
the cost. 

Taking the position that stock com- 
panies are not spending enough on their 
advertising, Mr. Clark said there are 
plenty of stories which can be told that 
would attract the public interest if put 
in proper form, case histories involving 
insurance can always be made interest- 
ing and should be used in advertising 
campaigns. 

People Were Underinsured 

“There was a story on the fires in 
Maine which showed people were un- 
derinsured,” he said. “The job insurance 
did in the Texas City fire was a wow. 
The adjustment of the tornado losses 
in the South last spring brought out 
many human interest tales. There are 
plenty of stories of liability claims, of 
fidelity claims, of burglary claims and 
so on down the line that can make the 
Lone Ranger’s experiences sound like 
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H.D. Shaw on Direct Mail 
Use of Right Wording 


CAPTIONS MAKE OR BREAK 





Says Attention-Compelling Words In- 
clude You, Now, These, First, Today, 
Money, Here, Announcement 





Howard Dana Shaw, president, Direct 
Mail Club of Philadelphia, told Insur- 
ance Advertising Conference at its mid- 
winter meeting last week of the impor- 
tance in choosing the right words when 
writing headlines or captions on pam- 
phlets or booklets. He said a word can 
make or break reader interest. The fol- 
lowing words he called “sure fire” in at- 
tracting attention and making the re- 
cipient of the folder want to read what 
is inside: 

You, How, These, First, Today, Earn, 
At Last, Mistake, Here, Selfish, Pained, 
Ruined, Wanted, Science, Money, 
Profits, Crazy, Jealous, Easy, and An- 
nouncement. The word “Free” is the 
greatest of all magic words, in his 
opinion. 

“Of course, there are many others,” 
said Mr. Shaw, “but experience shows 
that any of these words are powerful 
reader influences.” Many of them have 
relation to income, but Mr. Shaw does 
not regard the word “income” as 100% 
satisfactory. “You would be surprised,” 
he said, “how much explanation some- 
times has to be made before the reader 
understands the correct definition or in- 
terpretation of ‘income.’ 


Don’t Be Negative 


Discussing the broad subject of direct 
mail, Mr. Shaw cautioned about putting 
the emphasis on negative suggestions. 
He read some folders which have been 
issued by insurance companies which 
sound the negative note so persistently 
that they do not have sales value. 
Whenever a booklet or pamphlet is writ- 
ten care should be used that it does not 
result in the prospect making an imme- 
diate decision and thus permanently 
closing the gate, if he is not sufficiently 
impressed, said the speaker. Do not try 
to sell too much in a printed document, 
he added. Furthermore, don’t force the 
prospect to make up his ‘mind. Pave the 
way so that the agent can come around 
and make a sales follow-up. In writing 
booklets and pamphlets care must also 
be taken not to build the material 
around the writer, so that the prospect 
is the forgotten man. It is the prospect 
who should be played up. 

Mr. Shaw thought especially good 
folders or pamphlets are being issued 
to interest prospects in buying fur in- 
surance. He showed several of them to 
the meeting. Each was illustrated with 
pictures, had a forceful and attention- 
attracting cover and a good sales talk. 
The speaker would rather use photo- 
graphs than drawings in direct mail ma- 
terial. He thinks that drawings slow up 
receptivity as many people think they 
are imaginative whereas pictures of ac- 
tual people are realistic. He favored 
conservative, simple, homely statements 
in direct mail, and said that plain- 
looking documents often had the most 
appeal. Art work, of course, is often 
effective, but not if the emphasis is on 
the art and not on the argument. 
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Armand Urges Drama 
And Showmanship 


ADS SHOULD HELP SAVE LIVES 





“Safety Engineering” Editor Says Cos. 
Should Inspire Insurance Producers 
to Become Safety Crusaders 





An appeal for more drama and show- 
manship in insurance advertising, par- 
ticularly in copy dealing with the sav- 
ing of lives, was made by Harry Ar- 
mand, editor of “Safety Engineering 
Magazine,” in speaking before the mid- 
winter session last Friday of the Insur- 
ance a vember Conference. 

Mr. Armand’s specific recommendation 
was that the entire subject of casualty 
and fire insurance company public rela- 
tions requires exploration and revised 
thinking. “The companies owe it to 
themselves as guardians against pre- 
ventable fire and accident losses to take 
a tip from makers of consumer products 
ranging from automobile tires to safety 
goggles; from baby carriages to fire 
extinguishers; from ham and eggs to 
welders’ helmets,” he declared. 

One of the many starting points in 
embracing the power of safety adver- 
tising, said the speaker, would be a well- 
planned campaign which would encour- 
age and explain, for example, the use 
of safeguards against eye and body 
injuries. It would do more than sell 
safety equipment. In Mr. Armand’s 
opinion, ‘ ‘it would serve to demonstrate 
the sincerity of casualty companies in 
their wholehearted acceptance of the 
multiple benefits of safety.” 


“Packaging” a Presentation 

Giving an example of the value of 
drama and showmanship in dealing with 
safety subjects, the speaker spoke of 
the insistence upon “packaging an edi- 
torial presentation” in his own publica- 
tion. He said: “We can take an in- 
terminable discourse or an inherently 
dull treatment of a subject, invest it 
with the clothing of dramatic or glamor- 
ous eye-appeal, and readers will burn 
up the wires requesting reprints and 
the privilege of reproducing the text. 
Conversely, a well-written, informative 
article presented without the extra force 
of showmanship often will meet with 
response almost inaudible to the edi- 
torial ear. 

“The same need exists if we are to 
contribute even a mite to saving lives 
through safety advertising,” the speaker 
declared. “The impact must be there. 
Advertising copy built around a com- 
pany’s financial impregnability, its age, 
numbers of district offices scattered 
throughout the country or upon the 
well-worn foundation stones of ‘service’ 
saves no lives. It not only fails to point 
up the hazards of preventable accidents 
and fires but 1 often wonder if such 
copy actually has been known to help 
sell a policy or the company’s ability 
to render service. 

“A beautiful job of dramatizing a sub- 
ject is illustrated in an article which 
appeared in the February 7 issue of 
Saturday Evening Post. Anyone re- 
motely connected with the life insurance 
fraternity (and that includes millions 
of policyholders)—has seen references 
to the fact that heart disease is the 
nation’s Number One Killer. It means 
little to the man on the street (whether 
or not he is considered a target for an 
insurance message) to tell him that 
heart disease will strike almost a million 
persons within the next twelve months 
and that half of that million will die 
as a result of a heart ailment. Those 
Statistics must be dramatized and it was 
successfully done in this article bearing 
the title, ‘I Have a Scar on My Heart.’ 
Those of you who have read the article 
may have been conscious of its terrific 
impact, despite the fact that it was not 
designed to scare the daylights out of 
you. Dramatic, life-saving copy need not 


(Continued on Page 30) 
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Helm Gives His Slant on “New Look” 


In Insurance Company Advertising 


Harry G. Helm, advertising manager 
of the Glens Falls Group, gave the mid- 
winter meeting of the Insurance Adver- 
tising Conference last Friday in New 
York his impressions of the “New Look 
in Insurance Advertising.” He expressed 
some regret that the fire and casualty 
end of the insurance business was not 
vet ready for the “new look” and will 
not be “until the prohibitions and in- 
hibitions of selling are over with.” Fur- 
thermore, when it does come it will not 
concern itself with ink, type, layouts 
and advertising illustrations but, in Mr. 
Helm’s opinion, will center around the 
content, use and goal of insurance 
advertising. 

Confining his discussion to direct mail 
and agency sales aids rather than na- 
tional magazine and trade paper adver- 
tising, Mr. Helm said that the time has 
come for companies to “get down to 
grass roots” in their advertising assist- 
ance to local agents. “Let’s get down 
to the community level,” he said. “In- 
stead of merely sending out supplies of 
leaflets or circulars and then letting the 
agent shift for himself in their distribu- 
tion, why not help the producer plan a 
coordinated campaign in his community ? 
The special agent should be ready and 
willing to assist the agent in this plan- 
ning and instruct him in the proper use 
of all elements of an advertising cam- 
paign. In other words, the insurance 
product should be merchandised.” 

Mr. Helm also thought that insurance 
advertising of the future should make 
a change of pace from straight selling 
copy to a public relations theme. There 
have already been some evidences of 
this change. 


“New Look” in Insurance Programming 


In addition, the speaker advocated 
that insurance programming take on a 
“new look” significance. Instead of mak- 
ing the usual survey of policies the 
agent would first examine the hazards 
to which a property owner is exposed. 
After reviewing these hazards the agent 
should prepare his insurance survey in 





IAC HAS 131 MEMBERS 

Newton C. Hawley, superintendent of 
advertising, National Fire of Hartford, 
who is membership chairman of the 
IAC, reported at its mid-winter meeting 
last week in New York that the con- 
ference now has 131 members, a _ net 
increase of eleven since the 1947 annual 
meeting. 


Armand Speech 
(Continued from Page 29) 


be scare-copy; in fact, obvious scare 
copy defeats its own purpose in short 
order by scaring away the readers’ at- 
tention.” 

Mr. Armand complimented insurance 
companies that have been in the van- 
guard in utilizing the force of modern 
photography, judicious use of color and 
hard-hitting copy “which safety adver- 
tisers know will help to prevent acci- 
dents and thus save lives.” He urged 
that archaic themes and ad formats be 
dropped completely, and that in their 
place insurance advertising, particularly 
that which is keyed to brokers and 
agents, should inspire them “to become 
crusaders for accident and fire preven- 
tion in their own communities.” They 
must be given the spark, he said. They 
must be told that a keen interest in the 
safety crusade will put dollars in their 
own pockets, will minimize losses and 
actually save lives. 


keeping with the amount of coverage 
needed to protect against them. 

Discussing the use of “fear” copy in 
insurance advertising, Mr. Helm said 
that there are two schools of thought. 
The “fear” appeal has its place in the 
insurance picture, such as in fire insur- 
ance literature but the “happiness and 
use” approach has been successfully 
used in stimulating an interest in the 
need for fidelity bonds at adequate 
limits. 

Mr. Helm then told what a_ well 
known psychologist has said about the 
unconscious desires which inspire peo- 
ple to buy. These are the desire to be 
more adequate, the desire for more 
romance, the desire for life and living 
and the desire to be more masculine. 
The speaker pointed out how the first 
three of these unconscious desires can 
be used to good advantage in insurance 
advertising “so as to give that peace 
of mind which is the objective of a 
well-rounded insurance program.” 

Finally, Mr. Helm said that insurance 
advertising in the future will have to 
justify its existence; that results will 
be measured on the returns—both tan- 
gible and intangible—from the advertis- 
ing investment. In his own thinking on 
opportunities ahead he has reached this 
conclusion: “You cannot be too far 
ahead of public opinion or you will not 
be accepted. However, it is much better 
to be crowding the advance thinking of 
the public than to be sagging down 
because of being regarded as o’'d- 
tashioned.” 


Stellwagen Talk 
(Continued from Page 27) 


‘pleasure and business,’ or if the named 
insured be husband and wife, either of 
whom may own the automobile de- 
scribed, then the insurance afforded by 
the policy for such automobile also ap- 
plies with respect to any other automo- 
bile, subject to certain policy provisions. 
The insurance provided by the use of 
other automobile agreement is excess 
insurance over any other valid and col- 
lectible insurance to the named _in- 
sured and it is afforded without addi- 
tional premium charge.” 

Exposures in the occupational field, 
said Mr. Stellwagen, are more important 
and he cited a case of a manufacturing 
company which employs 500 people in- 
cluding traveling salesmen who use their 
own automobiles in traveling for the 
company and other employes may own 
automobiles which are rarely, if ever 
used in the business. Such other em- 
ployes, he continued, may, with or with- 
out the knowledge of the company, use 
their automobiles to perform some er- 
rand or carry out some assignment on 
behalf of the employer or might rent 
U-Drive-It cars in their own names to 
perform errands on behalf of the em- 
ployer. 

Exposed to Loss 

In such a case, he said, the employer 
is exposed to loss from two sources— 
the known and recognized hazard of au- 
tomobile operation by salesmen and the 
unknown or unexpected hazard of auto- 
mobile operation by those not expected 
to use their cars in the firm’s business. 
The employer may protect himself through 
the purchase:of employer’s non-owner- 
ship liability insurance. This policy, he 
said, covers use in the business of the 
company of motor vehicles of the pri- 
vate passenger type and of commercial 
motor vehicles operated by employes of 
the insured where such operation is oc- 
casional and not frequent, provided such 
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motor vehicles are not owned in whole 
or in part or hired by or leased or 
registered in the name of the company, 
Premium for such coverage is derived 
by applying a rate to each employe 
whose usual duties involve the use of 
motor vehicles and a considerably lower 
rate to all other employes. This insur- 
ance may be written on a specific or 
blanket basis, with the former covering 
the use of non-owned cars by designated 
persons. 

Mr. Stellwagen said such a_ policy 
written on a blanket basis has the defi- 
nite superiority of covering the use by 
any person other than the named as- 
sured of any non-owned private passen- 
ger automobile and the infrequent use 
of non-owned commercial automobiles 
by any employe. 

While many firms, Mr. Stellwagen 
said, insist that employes whose usual 
duties involve the use of cars purchase 
their own automobile insurance and in 
some cases rely upon this insurance to 
escape loss arising from their party acci- 
dents, this cannot be relied upon by the 
employer as protection against loss; 
should the insurance carrier of the em- 
ploye deny liability, the employer is 
unprotected, or if the employe’s insur- 
ance is canceled or lapses, again the 
employer is without protection. 


Should Buy Blanket Insurance 


“So,” he said, “notwithstanding the 
employer’s attitude in respect of the pur- 
chase of automobile insurance by em- 
ployes, the prudent insurance buyer will, 
nevertheless, turn to blanket employer's 
non-ownership liability insurance for ab- 
solute coverage.” 

In a case where a firm arranges with 
independent tuckmen the relationship, in 
general, said Mr. Stellwagen is that 
of independent contractor and _ while 
the possibility of establishing liability 
against the firm is remote, plaintiffs in 
an effort to reach out for financially re- 
sponsible defendants may join the em- 
ployer in an action seeking damages. In- 
surance against liability arising from the 
automobile operations of so-called inde- 
pendent contractors may be provided by 
a policy or endorsement which, he said, 
is referred to inaccurately as hired car 
coverage. 

Mr. Stellwagen also discussed con- 
tingent liability exposures and coverages 
other than automobile. For example, he 
said exposures involved in such func- 
tions as construction, alteration and 
demolition of buildings, freight handling, 
window cleaning and other functions of 
independent contractor is provided by 
the owner’s and contractor’s public lia- 
bility policy. For protection against 
claims for damages brought at law for 
injuries sustained by so-called  inde- 
pendent contractors, who buy a manu- 
facturer’s products and resell them, 
there is the principal’s protective liability 
policy. 

“Much of what we have said about 
protective liability policies may be con- 
sidered academic because of the avail- 
ability of blanket and comprehensive lia- 
bility policy forms,” Mr. Stellwagen said. 
“As you know, such policies are designed 
to cover every element of third party 
risk to which a given insured is subject. 
Thus, the insured’s liability arising from 
independent contractor relationships is 
included in the basic policy.” 


Names Mercer 
(Continued from Page 27) 


branch of the F. & D.’s business since 
1920. 

Mr. Wagner is assistant manager of 
the judicial department and has been 
a member of the F. & D.’s home office 
organization since 1935. He is a gradu- 
ate of the University of Baltimore Law 
School and a member of the Maryland 
Bar. 

The Misses Hollyday and Shaw are 
secretaries, respectively, to President 
Frank A. Bach, and to the company’s 
treasurer, Roland Benjamin. They are 
the first women to become junior officers 
of the company. ' 
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MITCHELL CHICAGO MANAGER 


Succeeds Welton There With Massa- 
chusetts Bonding; Goldkamp Becomes 
Assistant Manager 
John R. Mitchell, who has been assist- 
ant manager at Chicago for the Massa- 
chusetts Bonding & Insurance Co., has 
been appointed manager there, succeed- 
ing Vice President Spencer Welton, who 
has been named manager in New York 
since the election of Wallace J. Falvey, 
formerly New York manager, as presi- 
dent of the company. Robert S. Gold- 
kamp, who has been manager of the 
bond department at the Chicago office, 

has been named assistant manager. 
Mr. Mitchell attended New York Uni- 
versity and entered the insurance busi- 
ness in 1923 with the National Bureau 
of Casualty Underwriters as underwriter 
and rater. He then joined the Phoenix 
of London Group, and went with the 
Massachusetts Bonding four years ago. 
Mr. Goldkamp has been successively 
with the National Surety Corp. at Phila- 
delphia Standard Accident Insurance Co. 
and Lumbermen’s Mutual Casualty Co. 
He has been with the Massachusetts 
Bonding for the past four years. 





WILL MEET AT LITTLE ROCK 





Commissioner McKenzie Calls Sessions 
of Zone 5 Supervising Officials 
to Discuss Rating 


Jack G. McKenzie, Commissioner of 
Insurance of Arkansas, and chairman of 
the National Association of Insurance 
Commissioners, Zone 5, announces that 
the Insurance Commissioners in that 
zone will conduct a seminar on rate 
regulatory procedures for Commission- 
ers and departmental personnel in Little 
Rock, March 7, through 11. Zone 5 is 
comprised of Arkansas, Colorado, Kan- 
sas, Nebraska, New Mexico, Oklahoma, 
Texas and Wyoming. 

Registration will begin Sunday at 3 
p.m. in the Marion Hotel. The plan, 
according to Commissioner McKenzie, is 
to devote Monday morning, March 8, to 
inland marine matters and Monday af- 
ternoon to fire and allied lines, with par- 
ticular discussions on interstate rating. 
Tuesday morning, March 9, has been set 
aside for workmen’s compensation dis- 
cussions on rating plans, rating formulae, 
interstate rating problems, etc. Fidelity 
and surety bonds will be discussed the 
afternoon of March 9. 

Following the discussions on bonds, 
representatives of various segments of 
the industry will give papers and lead 
discussions on the fundamentals of rate 
administration, including statistical plans 
and rating procedures under the rating 
laws, as they pertain to all automobile 
and other casualty lines. 

After the casualty lecturers have con- 
cluded their talks, March 11, the remain- 
ing portion of the day will be devoted to 
an informal question and answer period. 


R. L. CROSSLEY’S ACTIVITY 


Robert L. Crossley, superintendent of 
production in Loyalty Group’s bonding 
division in New York City, recently com- 
pleted his twenty-fifth anniversary vear 
in the business. In addition to his duties 
as secretary-treasurer of the Suretv 
Managers Association of New York Mr. 
Crossley is also on the executive com- 
mittee of the Burglary & Glass Insur- 
ance Club. 


Curtiss C. Gardiner Dies 


Curtiss Crane Gardiner, board chair- 
man and former president of the Hart- 
ford Steam Boiler Inspection & Insur- 
ance Co., died at his home at Hartford 
February 24. 


JULIEN H. HARVEY BACK 
Julien H. Harvey, manager, National 
Onservation Bureau, was back at his 
office this week after a long illness. He 
is comnletely. recovered and will resume 
active management of the conservation 
ureau, 


. 


Hartford A. & I. Men 
At Home Office Meeting 


George H. Moloney, Addison C. Posey 
and George T. Merrick, vice presidents 
of the Hartford Accident & Indemnity 
Co., who are in charge of the company’s 
Western, Pacific and New York depart- 
ments, respectively, were in Hartford 
this week, together with the company’s 
branch managers, conferring with Paul 
Rutherford, president of the company, 
and other company officials. 

Managers in attendance were: Cary 
F. Baker, Atlanta; T. R. Barker, Wash- 
ington, D. C.; F. E. Bradenbaugh, Pitts- 
burgh; Robert B. DeVore, Cincinnati; 
A. Y. Dow, Buffalo, N .Y.; Paul A. Dow, 
Kansas City, Mo.; Ben F. Gates, St. 
Paul; Burrell C. Lawton, Denver; Ray 
D. Lawton, Oklahoma City; Haro!d B. 
Lever, Bridgeport, Conn.; R. W. Mul- 
doon, Baltimore; Daniel H. Quigg, Hart- 
ford; Morris W. Schryver, Detroit; C. 
E. Shumaker, Indianapolis; Virden K. 
Simpson, Philadelphia. 


JOINS CONSERVATION BUREAU 
Norman W. Andrews, Jr., former 
safety director for the Republic Aviation 
Corp., has been appointed to the staff 
of the National Conservation Bureau, ac- 
cident prevention division of the Asso- 
ciation of Casualty & Surety Cos. Mr. 
Andrews will serve as a research engi- 
neer in the industrial safety services of 
the bureau. 








FIELD MAN: 


41 Maiden Lane 





Wanted for eastern Pennsylvania territory by progressive east- 
ern non-conference casualty and bonding company who is look- 


ing to his future in a fast growing aggressive organization. 


Box 1762 — The Eastern Underwriter 


New York 7, N. Y. 








Home Indemnity Promotes 


MacLaughlin at Newark 


The Home Indemnity Co. announces 
that Amzi A. McLaughlin, special agent 
in Newark, N. J., has been appointed as- 
sistant manager of the Home Indem- 
nity’s Newark office. 

Mr. MacLaughlin joined the account- 
ing department of the company in 1929 
and served there until 1941 when he 
was transferred to the liability depart- 
ment. In 1946 he was made special 
agent at the Newark office, serving un- 
der the managership of Dewey V. 
Nelson. 























ufacturers—will. 

















CASUALTY * BONDS 


The Hand is Often 
Quicher than the Eye 


The keenest eyesight cannot fully protect 
the employer against the tremendous losses 
caused by dishonest employees, whose 
depredations are constantly being reflected 
in newspaper headlines. But adequate fidel- 
ity insurance—such as that offered by Man- 


Avail yourself of this opportunity to in- 
crease your profits. Sell Manufacturers. 
You'll find a vast number of potential clients 
among those employers who are waiting to 
be told about Manufacturers. 


MANUFACTURERS 


Casualty Insurance Co. * Fire Insurance Co. 


1617 Pennsylvania Boulevard 
PHILADELPHIA, PA. 


W. STANLEY KITE, President 




















* FIRE * MARINE 





American Employers’ 
Observes 25th Anniversary 


This month the American Employ- 
ers’ Insurance Co., the youngest of the 
three companies comprising the Employ- 
ers’ Group, reached its twenty-fifth 
anniversary. 

Incorporated under the laws of Massa- 
chusetts, with headquarters in Boston, 
the company has grown steadily both in 
volume of business and territory covered. 
Now it does business in all but five states 
of the United States, namely, Montana, 
Nevada, North Dakota, South Dakota, 
and Utah. In addition, it is authorized 
to do business in the District of Colum- 
bia, Hawaii, Puerto Rico and the Virgin 
Islands. 


PLAN A. & H. COURSE IN CAL. 





Lebby Heads Committee to Confer With 
Authorities of U. of C. Extension 
Division at Los Angeles 

The Accident & Health Managers 
Club of Los Angeles adopted a resolu- 
tion February 16 that the club sponsor 
a course in accident and health insur- 
ance in connection with the regular 
course now being operated by the Uni- 
versity of California Extension Division 
in Los Angeles. 

William E. Lebby, state manager for 
the Massachusetts Indemnity Co., was 
named chairman of a committee to take 
up the matter with the university au- 
thorities It also was suggested that 
twelve members of the club be recruited 
to act as instructors in the course. 

The action on this matter came after 
Mr. Lebby had made a report on the 
course now being taught by the Exten- 
sion Division, along with the number of 
persons who were interested in a spe- 
cial course for A. & H. 

The question of forming a committee, 
to be designated “arbitration committee” 
or other suitable name, whose purpose 
would be to consult with the Insurance 
Commissioner and make recommenda- 
tions in complaints on accident and 
health claims, was discussed, but was 
carried over until the next meeting, to 
give time for a better study of the ques- 
tion. Mr. Lebby is chairman of the 
committee handling the subject. 

Ray G. Scofield, Massachusetts Bond- 
ing & Insurance Co., the retiring presi- 
dent of the club was presented with a 
gift. 

Harvey French, casualty production 
manager, Glens Falls Indemnity Co., was 
named chairman of the membership 
committee by President Robert Kelly. 





Ohio Farmers Indemnity 
Names Mecum to Field 


George S. Valentine, Jr., Eastern de- 
partment manager for Ohio Farmers 
Cos., announces appointment of Ralph 
M. Mecum as special agent in Pennsyl- 
vania and Maryland for the Ohio Farm- 
ers Indemnity Co. He will make his 
headquarters in the Eastern Depart- 
ment offices at Philadelphia. 

Mr. Mecum has been mid-Atlantic 
representative of the Rough Notes Co. 
for the past two years. During the war 
he was insurance manager for the P. 
R. Mallory Co., Indianapolis. Prier to 
that he was branch sales manager for 
the American Mutual Liability Insur- 
ance Co. in its Cincinnati office. 
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who went to Florida for a 
change and a rest, reports that the 
bookies took the change and the gam- 
bling houses took the rest. 
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A reader 


Olde Sayinge: An oboe is a wind in- 
strument that blows nobody no good. 
* 


These pictures of 
St. Bernard dogs 
going up the Alps 
~~ with kegs of 
Py brandy tied to 
their collars 
—should be cap- 
tioned “Man’s 
3est Friend At- 
tached to a Dog.” 
* * * 

We promised to 
print the second 
of Ralph T. (Mid- 
West Printing 
Co., Tulsa, Oklay- 
squidgulums, and _ al- 
trifle aged, as those 
things go, here it goes: “A little In- 
dian and a big Indian are walking down 
a path. The little Indian is the big In- 
dian’s son, but the big Indian is not the 
little Indian’s father. What is he?” 
(Inquisitive? Answer next week). 

s & * 


For Liquor sicaees : 





homey) Curtis’ 
though it is a 


A secret is something you tell to a 
number of people individually. 
* * * 


According to Marcelene Cox, “a woman 
in shorts leaves nothing to figure out.” 
* * * 


Tag lines of jokes which never tire 
us: “Nossuh, Boss, nobuddy heah but us 
chickens.” “Why’dja buy an all-day 
sucker’ at four in the afternoon?” “We 
got two kinds a pie, opple and pine- 
opple.” “Thanks for savin’ me bonny 
boy from drownin’ but where’s the lad’s 
hat.” 





Terry Agency Secretary 
Of Hartford Steam Boiler 


The Hartford Steam Boiler Inspection 
& Insurance Co. announce the appoint- 
ment of S. B. Terry as agency secretary. 

A graduate of Yale University in 
engineering courses, Mr. Terry joined 
Hartford Steam Boiler in 1932 as a 
member of the home office agency staff. 
In 1934 he was made a sepcial agent 
and he was stationed in Cleveland when 
he was called to the home office in 1942 
to become editor of the company’s tech- 
nical magazine “The Locomotive.” His 
duties were later broadened to other 
agency department activities, including 
the directing of classes for the training 
of special agents. 

W. E. TROUT BOSTON SPEAKER 

Walter E. Trout, president of the 
International Claim Association, was the 
guest speaker before the recent meet- 
ing of the Boston Life and Accident 
Claim Association. Mr. Trout stressed 
the imnortance to the insurance indus- 
try of the work of the local claim 
associations and of the International 
Claim Association and particularly of 
the individual members who comprise 
these associations. 


N ‘iain L. & me Dinitionts 


National Life & Accident of Nashville 
had total life insurance in force at the 
end of last year of $1,800,551,331 for a 
gain of  $181,901,972. Total assets 
amounted to $245,062,946. During 1947 
the company paid to policyholders o- 
credited to their reserves a total of 
more than $42,000,000, the highest figure 


in this respect in the company’s history. 


MISS PIERDON’S 25TH MILESTONE 

Miss Ruth Pierdon, secretary to W. E. 
McKell, first vice president, American 
Surety, was given a luncheon February 5 
in honor of her twenty-fifth anniversary 
with the organization. 











Applause Card. We liked immensely 
Don J. (Washington National of Chi- 
cago) Wellenkamp’s comment on some 
figures he saw concerning the time peo- 
ple spend with communicative media. 
It’s a bit startling to old fashioned folks 
like Don and “yours truly.” If you're 
interested, why not write Don for a 
copy of his column called “Back Chat,” 
one of the breeziest pages we know. 
We're sure he’ll send you a copy (if he 
won't, just sue us). Don’s address is 
610 Church Street, Evanston, IIl. 


* * * 


One of our friends in Westchester is 
just a bug about gardening. Always 
rushes the season and that sort of stuff. 
He tells us that this year, in the early 
spring, he plans to let out the hem of 


his early bloomers. (Aw right, if you 
know a better one, send it in). 
* * x 
We still like Arthur Kober’s story 


about the two old gents seated on a 
park bench, both staring into space. 
After a profound silence had lasted for 
the longest time, it was broken by one 
of the octogenarians. He emitted a 
long-drawn sigh and said “Oy.” His 
companion looked at him dolefully and 
said, “You're telling me.” 

x kk 


The weather: A little more Febru- 
airey, followed by St. Patrick’s March. 
—MERVIN L. LANE 






NAMES 5 ASS’T SECRETARIES 


United National Indemnity Elects 
Adams, Beacom, Deegan, Frakes 
and Neill to Offices 
Charles J. Adams, James C. Beacom, 
James F. Deegan, William F. Frakes 
and William Neill have been elected as- 
sistant secretaries of the United Na- 
tional Indemnity Co. of the National 
Fire Group. Messrs. Beacom, Deegan 
and Neill were elected to similar posi- 
tions in the National Fire Insurance 
Co. at its annual meeting February 16 

at Hartford. 

The United National Indemnity’s an- 
nual meeting was held in New York 
February 18, when two new directors 
were elected. Robert E. Darling of 
Hartford, who is also a director of the 
National Fire, was elected to succeed 
Robbins B. Stoeckel, who resigned be- 
cause of ill health, and Daniel P. Hig- 
gins, senior partner in the New York 
City architectural firm of Eggers and 
Higgins, was added to the directorate, 
bringing the total number of directors 
to seventeen. The directors appointed 
the new assistant secretaries at their 
meeting following the stockholders’ 
meeting. 





Adams and Frakes Careers 


Mr. Adams was one of the first em- 
ployes of the United National Indem- 
nity, joining the staff on May 1, 1944. 
He organized the claims department and 
became the first superintendent of 
claims. He is a native of Denison, 
Tex. After a period in the claim de- 
partment of the Missouri-Kansas-Texas 
Railroad, he joined the Southern Surety 
Co., serving as assistant and later as 








rusading for 





For over three decades Lumbermens has conducted a pro- 
gram for prevention of accidents on the streets and high- 


ways of America. 


The company’s current series of advertisements in The 
Saturday Evening Post carries the campaign to Post readers 


all over America. 


During 1947, Lumbermens received more than 22,000 
letters regarding the ads—and nearly 50,000 “Children’s 
Safety Lessons” booklets and posters, featured in an ad, 


were distributed during the year. 


All over the country, Lumbermens representatives are 
making the Post ads their ads as they join the crusade by 
distributing safety pamphlets and working in local safety 


campaigns. 


Supplementary advertising materials like ad mats and 
radio spots help them bring the message home through 


local campaigns built around national ads. 


Lumbermens wm. 


Operating in New York Stote os (American) Lumbermens Mutual Cosualty Co. of Illinois 
Chicago (40) 


domes S. Kemper, Chairman H. G. Kemper, President 
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claims manager in the Omaha, Neb. and 
Atlanta, Ga., offices. From 1932 to 1935 
he served as claims manager for the 
Ohio Casualty Co. at various points, and 
in 1937 joined the Hawkeye Casualty Co. 
in its home office in Des Moines, 
Iowa, and later was manager for Michi- 
gan. He is a graduate of the Omaha 
Law School, and admitted to practice in 
the states of Iowa and Nebraska. 

Mr. Frakes joined the United Na- 
tional Indemnity in August, 1945, and 
organized the fidelity and surety depart- 
ment as its first superintendent. He 
was born in Illinois and spent his early 
years in Kentucky. He received his 
first insurance experience with the 
Southern Surety Co. of Iowa in the 
claim, accounting, and comptroller’s de- 
p< artment. Later he was in New York 
with the Southern Surety Co. of New 
York and the Home Indemnity Co., and 
Was active in underwriting and produc- 
tion work. He was assistant manager of 
the fidelity and surety department of 
the Home Indemnity Co., which posi- 
tion he left to become senior under- 
writer of the fidelity department at the 
home office of the Indemnity Insurance 
Co. of North America. 


1948 OFFICERS ELECTED 

The Casualty Insurance Association of 
Southern California has elected the fol- 
lowing officers to serve during 1948: 
President—G. Earl Williams, associate 
manager, National Surety Corp. in Los 
Angeles; vice president—M. J. Rhew, 
manager, Royal-Liverpool Group; secre- 
tary-treasurer—Fred A, Van Horn of 
Cass & Johnasing. 


Clark Talks 
(Continued from Page 29) 


pink teas. There is news interest in 
these stories and advertising value. 

“Most insurance advertising is not 
directed at the possible buyer of insur- 
ance and if it is it has no kick to it. 
Of course, there have been exceptions— 
some ads have been excellent but these 
apparently were not part of a planned 
and sustained campaign to reach defi- 
nite objectives.” 

Mr. Clark said an insurance com- 
pany’s campaign should be tied in with 
the campaigns of other companies 
and with those of agents’ and brokers’ 
associations so that coordinated action 
will produce greatest results. “Stock 
companies must do a better advertising 
job to create good will, to educate, to 
stimulate sales and to overcome com- 
petition,” he said in conclusion. “In this 
way, stock companies will be made 
stronger and be able to offer broader 
coverage at lower cost to the benefit 
of “all.” 
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L’Estrange Speaks on 
Attitudes in Selling 


MAKES TWIN CITY ADDRESS 





Tells A. & H. Agent’s Attitude Is Im- 
portant Factor in Success; No 
Substitute for Agency System 





G. A. L’Estrange, vice president and 
agency director, Wisconsin National 
Life Insurance Co., Oshkosh, Wis., de- 
livered an address, “Attitudes,” before the 











G. A. L7ESTRANGE 


Twin City Accident & Health Under- 
writers Association at Minneapolis, Feb- 
ruary 16. On the assumption that the 
accident and health salesman has a thor- 
ough knowledge of the fundamentals of 
the accident and health business and is 
well educated on rates, policy coverage 
and company practices, he said, attitude 
becomes an all-important factor in his 
success. 

“You are in a profession that demands 
understanding, tolerance, charitableness 
and help toward your fellowman,” he 
said. “Charity, tolerance and under- 
standing of our fellowmen are definite 
weapons against un-American philoso- 
phies. Great development in human re- 
lationship is under way. Full develop- 
ment of this program will help solve 
perplexities and problems of class strug- 
gle on the home front. We must have 
constructive thinking on problems of the 
future.” 


No Substitute for Agency System 


Declaring that many believe the agency 
system is outmoded, Mr. L’Estrange ex- 
pressed the conviction that “there is no 
substitute for the agency system of sell- 
ing insurance. It is the responsibility 
of every one of you to prove its value 
constantly,” he declared. 

“In this connection, it is vital that you 
have an unselfish rather than a selfish 
attitude. Have service in mind rather 
than commission in making a sale. Do 
not refer to our business as a ‘game’ or a 
‘racket? and then expect the public to 
have a high regard for the business in 
which you are engaged.” 

Mr. L’Estrange said it is significant 
that in the past several years the atti- 
tude of the public toward A. & H. insur- 
ance has changed; the present attitude is 
one of acceptance of A. & H. insurance 
and it is the responsibility of A. & H. 
salesmen to develop this attitude fully 
for the future welfare of themselves and 
their business. 

Speaking of competition and _ the 
importance of methods used, Mr. 
L’Estrange said it is of paramount im- 
portance that the agent possess loyalty 
to his company, himself and his busi- 
ness. “If you have criticisms,” he con- 
tinued, “discuss them with some respon- 
sible officer of your own company, not 
with competitors and others any more 


than you would discuss your private 
family affairs with your neighbors. 
ood Will Ambassadors 

“Human or public relations is nothing 
more or less than a wholesome, healthy, 
warm spirit toward each other. You 
men individually are ambassadors of 
good will. The extent to which good 
public relations in our business will be 
increased is measured by your attitude 
toward this important phase of daily ac- 
tivity.” 

Mr. L’Estrange said the three basic 
elements or “mechanical areas” of the 
agent’s job are personal efficiency, pros- 
pecting efficiency and selling efficiency. 
“There is, however,” he added, “a fourth 
area which underlies all three and that 
is Mr. Agent’s attitude. Unless he has 
high morale, unless he is enthusiastic 
about his job and the service he sells 
and unless he wants to succeed enough 
to do something about it, there is little 
chance of leading him to better personal 
efficiency, better prospecting and better 
selling methods. 

“Therefore, the job of building up a 
positive, dominant, courageous attitude 
on the part of the agent is an extremely 
vital one. That is the responsibility of 
leadership but it is not an easy task for 
a leader to do this successfully. It is 
not easy to be a leader, either inside or 
outside an insurance agency.” 


OPPORTUNITY, Not Limited 


No matter where you live now, if you have the necessary background 
of experience to qualify as a General Agent and are seeking a greater 
opportunity, write us today. We have openings in cities that offer great 
possibilities for our Life, Accident, Health and Hospitalization policies. 
We will provide effective development assistance. If you are interested 
in increased responsibilities and income, write us today. 


LIFE AND 


Federal CASUALTY CO., 





Detr oit 2, MICH. 


NATIONAL UNION '- ELECTIONS 





Paul M. Simmerman and T. E. Frey 
Named to Posts of Sec’y and 
Ass't Sec’y Respectively 
At a recent directors’ meeting of the 
National Union Indemnity Co. in Pitts- 
burgh, Paul M. Simmerman was elected 
a secretary and T. E. Frey an assistant 

secretary. 

Mr. Simmerman is in charge of the 
casualty claim division. Before joining 
the National Union Indemnity in 1946, 
he was associated with New Amsterdam 


Casualty from 1914. During his stay 
with the latter company, Mr. Simmer- 
man served variously at Baltimore, Buf- 
falo, Philadelphia and Rochester. He 
assumed managerial duties in 1924 and 
for the last seven years was manager 
of the western Pennsylvania claim di- 
vision at Pittsburgh. Mr. Simmerman 
is active in organization work and in 
civic affairs. 

Mr. Frey joined the company in No- 
vember, 1947, and is in charge of the 
fidelity and surety division. He earned 
both his B. S. and LL. B. degrees 
from University of Pittsburgh. 








All Other Bonds 
Preferred Stocks 
Common Stocks 


Accrued Interest 


Home Office Building 


Capital Stock 
Surplus 


TOTAL 


by $156,056.42. 





TOTAL ADMITTED ASSETS: 


Surplus to Policyholders Me. Bets ah SSa ts 


NATIONAL SURETY 
CORPORATION 


VINCENT CULLEN, President 


FINANCIAL STATEMENT 


December 31st, 1947 


ASSETS 
Cash in Banks et 
Investments: 
Bonds of United States Government . . . . 


Capital stock of National Surety Misinn aes Corporation, 
a wholly owned subsidiary 
Premiums in Course of Collection, Not over 90 Dep Due 


Reinsurance and Other pen acai 


LIABILITIES, CAPITAL AND SURPLUS 


Reserve for Losses and Loss Adjustment Expenses 
Reserve for Unearned Premiums o 
Reserve for Commissions, Expenses and Taxes oe 


Investments are carried on the basis prescribed by the New York Insurance Department — 
bonds being carried at amortized values and stocks at values based on rates promulgated by 
the National Association of Insurance Commissioners. If investments, including those of 
National Surety Marine Insurance Corporation, a wholly owned subsidiary, were carried at 
the December 31st, 1947 market quotations, total assets and surplus would be decreased 


Bonds carried at $1,155,500.00 are deposited as required by law. 


$16,754,304.21 
1,970,116.31 
4,664,241.00 
-8,058,292.00 31,446,953.52 


$ 2,500,000.00 
19,173,322.24 


. $ 3,886,897.43 


1,663,891.87 
2,102,770.92 

‘ 73,722.79 
- 90,764.50 
500,000.00 


. $39,765,001.03 


10.400.71 3.46 
1,877,742.42 
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R. V. LYNCH CONVENTION CHR. 
Heads Minneapolis General Committee 
For A. & H. Annual Meeting June 
28 - 30; 700 Expected to Attend 
Ray V. Lynch, general agent, Mon- 
arch Life in Minneapolis, has been des- 
ignated general convention chairman tor 
the 1948 annual meeting of National 
Association of Accident & Health Un- 
derwriters to be held June 28-30 in 
Nicollet Hotel, Minneapolis. Vice chair- 
man will be Conrad J. Eliason, also of 
the Monarch, who is 1948 chairman of 
the Leading Producers Round Table. 
Other committee chairmen are Edward 
L. Clair, North American Life & Casu- 
alty, finance; James A. Robb, Jr., Mu- 
tual Benefit H. & A., entertainment; 
Maida Pittlado, Commercial Casualty, 
women’s division; Martin Imm, St. Paul 
Hospital & Casualty, reception; B. G. 
Scott, Continental Casualty, transporta- 
tion; Harvey Thompson, Washington 
National, registrations; A. A. Altermatt, 
Monarch Life, program, and Paul Clem- 
ent, Minnesota Commercial Men’s, pub- 

licity. 

The convention plans call for three 
days filled with business and entertain- 
ment, main attraction being a sales con- 





RAUWOLF’S 25TH MILESTONE 





North American Accident’s V. P. Has 
Spent Entire Career With Company; 
Manzelmann Points to ’47 Growth _ 
S. Robert Rauwolf, vice president of 
the North American Accident, will mark 
his twenty-fifth anniversary with that 
company and in the A. & H. business 
this year. Starting in its agency depart- 
ment Mr. Rauwolf has had the benefit 
of close association through the years 
with George F. Manzelmann, president 
of the North American Accident, who 
is one of the ablest of A. & H. chief 





gress at which nationally known A. & H. 
leaders will speak. Program for this 
feature will soon be announced. A con- 
vention attendance of close to 700 is 
expected. 

Entertainment will include a Smorgas- 
bord, served in the new home office 
building of North American Life & Cas- 
ualty; an ice show at Nicollet hotel and 
sightseeing trips. Three luncheons and a 
banquet will round out this program. 

Delegates to the convention are being 
urged to send their reservations to O. R. 
Tripp, 100 W. Franklin Avenue, Minne- 
apolis, reservations chairman. 











executives. Mr. Rauwolf was his per- 
sonal assistant for some years before 
his promotion to vice presidency last 
July. 

In addition to his responsibilities in 
the agency department Mr. Rauwolf has 
been the editor of “The Naaic Field- 
man,” ever since it began publication 
nineteen years ago. The official monthly 
house organ of the company, this maga- 
zine has been enlarged in size and im- 
proved in attractiveness starting with 
its January, 1948, edition. 

Lead-off article in that issue is a 
New Year message written by Presi- 
dent Manzelmann in which he expressed 
personal appreciation for “another suc- 
cessful North American year” and 
pointed to the “steady, persistent 
growth” which culminated in a_ total 
accident and health premium volume for 
1947 of approximately $7,843,000. The 
greatest portion of the indicated $565,000 
increase in 1947 premium collections, 
Mr. Manzelmann said, “consists of 
premiums under full coverage time in- 
demnity policies.” 


Wichita’s Year Book 

The Wichita Association of Accident 
& Health Underwriters, which was 
host at the second annual Kansas A. 
& H. sales congress in the Allis Hotel, 
February 16-17, has published a unique 
“Year Book” in the form of a loose leaf 
daily reminder. Containing the names 
of the fifty-six members and their com- 
panies, the officers, committees, it was 
designed and edited by C. H. Morris, 
Wichita attorney, a member of the as- 
sociation’s public relations committee. 

Featured is a congratulatory letter 
from Kansas Commissioner of Insurance, 
Frank Sullivan. A full page of motivat- 
ing ideas prefaces each month of the 
daily reminder section. 


Moe Completes 25 Years 
In A. & H. Insurance 


Douglas J. Moe has just completed 
twenty-five years in the accident and 
health business. His career includes 
initial training 
with the Standard 
Accident’s home 
office A. & H. de- 
partment as as- 
sistant to Thomas 
Hook (now re- 
tired); several 
years with Lloyd’s 
Castialty in New 
York as manager 
of its A. & H. de- 
partment; four 
years of selling 
experience in New 
Jersey, followingg 
which he joined 
the Continental 
Casualty in 1937 
as special agent 
in its Eastern department. 





D. J, Moe 


Further field experience was obtained 
from 1938 to 1941 with the C. J. Simons 
Agency in Newark where Mr. Moe set 
up the A. & H. department. He also 
did sales development work for the 
American Mutual Liability in New York 
and Newark. Joining forces with Robert 
J. Keane in 1943, he served as chief un- 
derwriter of Continental 
downtown A. & H. branch office until 
October, 1947, when, with Mr. Keane 
and Reuben Warner he formed the 
Robert J. Keane Agency, Inc., of which 
Mr. Moe is secretary-treasurer. The 
agency is accident and health general 
agent for the United States Life Insur- 
ance Co. in metropolitan New York City. 





Casualty’s : 


























In these hectic days of 1948, no 


one would think of buying last month’s 





newspaper and expect to keep up with the 
latest news..and yet that would be compa- 
rable to buying an old-fashioned liability 
policy when he could get ‘‘tomorrow’s 


policy today.” Aggressive agents say: 


Get the 
GENERAL idea on 
LIABILITY INSURANCE 











Additional A. & H. Results For 1947 


‘ The following A. & H. net premium results of individual companies for 1947 
in comparison with 1946 arrived after our issue of February 20 went to press. They 
complete our tabulation of comparative year-end results of leading A. & H. companies. 


1947 Net 1946 Net 
Company Premiums Written Premiums Written 

North American Accident ............... $ 7,843,000 $ 7,277,000 
Woodmen Accident 

RNEMNNNE ciate 5 cls dire ere 4S OE CABLES $ 2,470,922 $ 2,021,396 

PEMAEIN eicieccccao cask case Ese 1,229,748 971,896 

$ 3,700,670 $ 2,993,292 

Rntmerotena To es nic ch ais eee ee $ 3,326,807 $ 2,885,439 


General Accident 
Industrial 
Commercial 
CERNE oS ck eaiinseicaty Gan cmcekae eee 


American Casualty 
Oe ay, eae: IIE TRI EIST Se AER 
Individual A. & H. and Hospitalization 


Federal Life of Chicago 
Commercial Accident, Commercial 
Health, Hospitalization .......... 
Group insurance 


PAE GER vices Re hikes pee 


Glens Falls Indemnity 
Accident 
Health 
MG PUNMIES is TA le a inet ete eet eaten aa 


Salinais: TAM OTE ESE: © 5b 5 siesg dicta eee 


Woodmen Central Assurance 


Health 


ee ee 


$ 1,691,071 


$ 1,480,547 


589,863 522,076 
247,346 275,817 

$ 2,528,280 $ 2,278,440 
$ 671,158 $ 505,000 
1,768,752 1,221,000 

$ 2,439,910 $ 1,726,000 
$ 622,786 $ 580,817 
505,341 347,340 
1,051,864 1,045,963 


$ 2,179,991 


$ 1,974,120 


$ 281,838 $ 338,077 
25,834 35,554 
1,016 — 2,688 

$ 308,688 $ 370,943 
$ 885,199 $ 748,711 
$ 67,354 $ 78,940 
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Firemen’s Insurance Company of Newark, N. J. Milwoukee Mechanics’ Insurance Company 


Orgonised 1655 Orgonized 1852 
FIRE: MARINE: han SURETY 

mM The Girard Fire & Marine Insurance Company Royal Plate Glass & General Ins. Co. of Canada 

Orgonized 1853 Orgonized 1906 
Nationol-Ben Franklin Fire Insurance Company The Metropolitan Casualty Insurance Co. of N.Y. 

Orgonized 1866 Organized 1874 
The Concordia Fire Insurance Co. of Milwauk Cc ciol Casualty Insurance Company 

Orgonized 1870 Orgonized 1909 
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ins UR AN ce Pittsburgh Underwriters - Keystone Underwriters 


HOME OFFICE - 10 PARK PLACE - NEWARK 1, NEW JERSEY 


Western Department Foreign Department Canadian Departments Southwestern Depf. Pacific Department 
120 So. LaSalle St. 111 John St., New York 7, New York 535 Homer St., Vancouver, B. C. 912 Commerce St. 220 Bush St. 
Chicago 3. Illinois 206 Sansome St., San Francisco 4, Calif. 465 Bay St., Toronto, Ontario Dallas 2, Texas San Francisco 6, Calif. 
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MEMBER AND 
AFFILIATED 
COMPANIES 


Served by 


the MARINE OFFICE 
of AMERICA 





THE AMERICA FORE GROUP 





American Eagle Fire Insurance Co., 
New York 


The Continental Insurance Co., 
New York 
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Se “% Fidelity-Phenix Fire Insurance Co. of 
New York 


Niagara Fire Insurance Co., New York 
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THE AMERICAN GROUP 





The American Insurance Co., Newark 
New Jersey 


The Columbia Fire Insurance Company 
of Dayton, Ohio 





THE GLENS FALLS GROUP 





Glens Falls Insurance Co., Glens Falls, 
New York 


since tts mt 8 


Commerce Insurance Co., Glens Falls, 
New York 





THE HANOVER GROUP 





The Hanover Fire Insurance Co. of 
New York 


Fulton Fire Insurance Co., New York 





THE LOYALTY GROUP 





Firemen’s Insurance Company 
of Newark, New Jersey 


The Girard Fire and Marine Insurance 
Company 


The Concordia Fire Insurance 
Company of Milwaukee 


Milwaukee Mechanics’ Insurance 
Company 


National Ben Franklin Fire Insurance 
Company of Pittsburgh, Pennsylvania 





SERVICE OFFICES 
Baltimore, Maryland 
sach 





FI E WESTERN DEPARTMENT SOUTHERN DEPARTMENT 
RINE EF insurance Exchange Bidg. Canal Building 
Chicago 4, Illinois New Orleans 12, Lovisiana Houston, a 
a e acksonv 
AM Cc yX PACIFIC DEPARTMENT NORTHWESTERN DEPARTMENT | Let Angeles, Colifornio 
OF E RI 340 Pine Street Colman Building Saubenh, Ponentontie 
116 JOHN STREET NEW YORK 7, NEW YORK San Francisco 4, California Seattle 4, Washington St. Lovis, Missouri 








Steckton, California 
Syracuse, New York 


ALL CLASSES OF OCEAN AND INLAND MARINE INSURANCE 











